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and endurance 
you can bet on. 


Introducing true thoroughbred among 
24-wire printers, the new Hewlett-Packard 
RuggedWriter 480. It’s the fastest printer 
its class pounding out letter quality text 
furious 240 cps. And breaking the 
record for draft copies 480 cps. you 
get full page text less than 
seconds flat. 

take the lead endurance, too. 
Our new printer outlasts 
the competition longshot. Running 
strong 20,000 hours MTBF, RuggedWriter 
reliability pays off big keeping your 
projects track. 

Our pace slack off when 
changing paper types either. Just one 
push button takes you from tractor 
feed cut sheet All while 
producing crisp, clean letter quality 


printing. For everything from spreadsheets 
memos multi-part forms. 

The RuggedWriter 480 printer performs 
equally well for one person five. 
either personal computer small 
business system. 

take inside tip and put your 
money the industry frontrunner, the 
RuggedWriter 480 printer. Call your local 
sales office dial 1-800-752-0900, 
ext. 905A and ask for the RuggedWriter 
Fast Pack. It’s sure bet. 


HEWLETT 
PACKARD 
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Its long been thought that even the best technology eventually becomes 
obsolete. notion that Hayes could never really understand. And certainly 
never accept. defiance created the V-series Smartmodem 


V-series Smartmodem Modems that 
Because they not only intelligent 
today, they also possess the capability provide lon 


the highest shared 
Synchronous and asynchronous communica ‘ions 
employing advanced CCITT 
code modulation and fast turnaround ping 
technology are also part the package. Plus 
youll get the capability tolink 
V-series technology will offer X.25 
further accommodate network 
future 


features found mod 


and 
versions are 


developed 
evice that will upgrade 


time, not its victim. contact your 


With adaptive data compression this moc 
Advanced System Dealer call 800-6 


For everyone who ever 
wanted single source for 
all their needs, 
Decision Data has good 
news. are now that 
single source. 

Because we've added 
processors our 
extensive line peripherals, 
you can now look 
for individual printer 
total system. 

And everything between. 

Our processor 
capabilities include 
and System/38 
for lease sale, for 
trade-ins and upgrades. 


‘Tailored financial packages. 
You'll find we'll 
whatever takes give 
you real value— whether 


©1987, Decision Data Computer Corporation. 


the market for 
total system. 

also find attractive 
financing options. And our 
leasing packages are highly 
flexible offering terms 
tailored your particular 
financial and equipment 
requirements. 

will also give you 
competitive quote the 
fair market value your 
current equipment and take 
trade. And can 
handle upgrades swiftly 


Quality service, too. 


Through Decision Data 
Service, Inc., offer you 


Everything 
for your 
including 
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and excellent source 
service for every product 
sell, and then some. 


complete line. 
Our products include all 
types printers from matrix 
laser; color and mono- 
chrome workstations; 
personal workstations; our 
Decision36™ system; 
memory boards and uninter- 
ruptible power supplies. 

And now, course, 
and /38 
processors, 

For more information 
about everything for your 
including your 
simply call 1-800-523-6529 
ext. 125; call 1-215- 
757-3322; Canada 
416-273-7161. 


Decision 
Computer 

Corporation 
A Decision Industries Company 


400 Horsham Road 
Horsham, 19044-0996 
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DEIDRE DEPKE 


here’s story about the 9370 
told among IBM watchers this 
year that says lot about how 
IBM changing 1987. 

IBM Chairman John Akers 
picked the phone one morning, the an- 
ecdote goes, and was forced sit through 
harangue from airline industry execu- 
tive. The company, Akers was told, was 
the midst information systems over- 
haul and needed the 9370 product line im- 
mediately. The airline could not wait 
eight months until the 9370’s planned in- 
troduction date. 

Akers hung the phone and called the 
9370 product development staff. told 
them announce the machine ASAP. Af- 
ter all, reminded his people, 1987 
the “Year the 

While the story may exaggerated, 
the message carries not: IBM’s Year the 
Customer more than rhetoric. The slogan 
represents major change the way IBM does 
business. 

This year, the company has dramatically 
moved away from its tradition dictating 
customers and the rest the industry 
and moved toward becoming responsive part- 
ner customers and competitors. That effort 
has included revamping its product lines from 
top bottom, changing the way products are 
sold, realigning corporate structure increase 
efficiency and cut costs and, most astonishingly, 
changing its image. 


Crucial response 

IBM needed make these drastic changes 
response declining revenue, disenfran- 
chised customer base the mid-range and 
eroding market share the personal computer 
and 

The effort will continue through 1988 and 
beyond. Still, the progress made this year 
considerable. 

Faced with ever-increasing competition 
across its product lines, IBM this year has up- 
graded and enhanced its mainframe 3090 se- 
ries; delivered 370-compatible mid-range of- 
fering, the 9370, along with software and 
communications products; and abandoned the 
famous Personal Computer line favor the 
Personal System/2. The company has also pro- 


Depke editor “IBM Watch,” newsletter published 
twice month Boston IDG Inc. 


vided guidelines for future hardware and soft- 
ware development unveiling the Systems 
Application Architecture. 

IBM has also, for the first time, aggressively 
pursued third-party resources assist new 
thrust vertical markets. This effort was com- 
bined with the release new software offerings 
the health care, financial services and travel 
industries. 

But arguably more important than the 
changes the products are the changes the 
way they are sold. IBM said May that now 
willing, even eager, sell integrated solutions 
that include other manufacturers’ hardware and 
third-party software. install these systems, 
IBM will work with outsiders, such value- 
added resellers and systems integrators. 

The company has significantly changed its 
value-added reseller and dealer programs, re- 
quiring its partners submit extensive re- 
examinations their businesses and undergo 
vigorous training program order qualify for 
the PS/2 line. 

IBM has also made easier for customers 
buy any its products. This year, the company 
altered its Volume Procurement Amendment 
(VPA), which sets discounts for the largest cus- 
tomers. IBM simplified VPA paperwork and an- 
nounced plan pay freight costs products 
ships VPA customers, which could save the 
largest buyers tens thousands dollars each 
month. 

Once preeminent service and support, 
IBM saw its competitive posture suffer dramati- 
cally the hands third-party firms willing 
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provide maintenance faster, cheaper and 
better. IBM has cut prices, provided on- 
site service with 24-hour turnaround for 
nearly all its customers and trained its 
technicians better effort not just 
match but beat the competition. 

IBM’s true strength has always been 
marketing the company itself. For years, 
succeeded selling users the image 
quality, reliability and service. Mounting 
competition from vendors offering the 
same thing cheaper prices, together 
with IBM’s very public financial decline, 
significantly weakened that image. IBM 
knew that new products and sales tech- 
niques were not enough turn the per- 
ception around, launched image 
overhaul and almost overnight dropped 
its cold-as-ice demeanor become 
friendly company. 

Customers and industry analysts found 
themselves invited frequent product 
briefings, where IBM actually gave them infor- 
mation products under development. Gone 
was the bumbling Little Tramp character that 
had been used marketing symbol for the 
line and its place was the friendly M*A*S*H 
team. 


Openness and political virtue 

The press has found, its profound surprise, 
that IBM adopting policy routinely grant- 
ing interviews. Put into place was special com- 
munications team charged with distributing 
positive information about the company. IBM 
removed itself from South Africa (although its 
products continue sold there) and diffused 
broad stockholder attempt force complete 
withdrawal. IBM has even managed some- 
what alleviate its reputation slow-moving, 
bureaucratic organization shipping some 
products early. 

The company rather luckily pumped new 
vigor into the reputation its research and de- 
velopment laboratories when researcher 
working out basement room IBM’s Zu- 
rich facility chanced upon ceramic material 
that dramatically improved superconductor 
conductivity. The discovery ignited frantic re- 
search efforts companies around the world 
and landed two IBM scientists Nobel Prizes 
physics this fall. 

IBM has gone great lengths known 
friendly, sharp and efficient, the 
company has also taken pains hone very dif- 
ferent image with its competitors. Once 

Continued next page 
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renowned for its fear lawsuits (thanks 
the U.S. Department Justice’s de- 
cade-long antitrust suit, dropped 
1980), IBM has sent signals that will ag- 
gressively defend PS/2 technology, even 
that means going court. 


Housecleaning 
its external efforts. Faced with consis- 
tently declining revenue, IBM badly need- 
costs. 

1986, financial analysts accurate- 
predicted disappointing year for IBM, 
the company resisted Wall Street pres- 


SSI Software Builds Bigger CPUs 
Linking Systems 


sure change the no-layoffs policy set 
founder Thomas Watson Sr. 

Instead, the company announced the 
biggest restructuring its history, shift- 
ing workers from manufacturing sales 
and instituting early retirement policy. 
The effects those efforts have been felt 
this year; more than 10,000 employees 
have opted retire early, and more than 
15,000 the company’s 230,000 U.S. 
employees have moved into new posi- 
tions. That effort not over yet. IBM 
continues shift workers into sales posi- 
tions and will amass 28,000-member 
sales force the end this year, 20% 
from 1985. 

The sales and marketing structure has 
been further realigned IBM has phased 
out most its marketing groups, trans- 


BIG BANG 
RON! 


ferring some their responsibilities 
headquarters the Information Systems 
Group and some the field through 
new organization based regional 
branch offices. 


Anew breed rep 
Since January, IBM has added branch 
offices. Working out these locations 
new type IBM sales rep: the account 
development manager. 
agents, which there are now 150, focus 
implementing long-term strategies for 
IBM’s intermediate and large accounts. 
The new structure, administered the 
Information Systems Group, has allowed 
IBM eliminate much its sales middle 
management. 

IBM still the midst moving its 


SSI allows you separate them onto multiple pro- 
cessors without inconvenience. The users can still 


With VM/CMS's Single System Image (SS!) software, 
you get bigger bang from your multiple pro- 
cessors. complex offers the reliability and 
availability multiple- configurations 
together with the convenience single-processor. 
That gives you reduced hardware costs, unlimited 
system growth, increased availability, separation 
performance-critical workloads, and improved 
system performance. 


Alternative Hardware Upgrade 


SSI allows you postpone eliminate the need for 
upgrade bigger mainframe. You can get more 
computing power connecting your existing CPUs 
linking several smaller systems, rather than 
buying bigger iron. many cases, you can save 
$500,000 more using SSI and multiple processors 
build larger machine. 


Manage Information Center users more effectively 


you have large number PROFS other info- 
center users that are outgrowing single processor, 


Single System Image (SSI) 
from 
VM/CMS Unlimited, Inc. 


161 Granite Avenue, Boston, 02124 
617 288 4434 800 443 4317 


communicate they are all one processor. 
Eliminate duplicate software licenses, including SNA 


dynamic switching facilities save you the cost. 
since can move virtual machines the processors 
where licenses are held. two-processor SNA 
environment, eliminating the duplicate SNA-related 
software pays for SSI. With three more processors, 
the savings are even more dramatic. 


SSI Far Surpasses That “Other Offering 


Unlike recently-released ISF, SSI has been 
installed and used many sites world- 
wide since 1980. Unlike ISF, SSI does not require 
HPO 4.2 and PVM. SSI supports processors 
all groups. And complex supports 

processors. priced complex, not CPU, 
and installed the experts VM/CMS. 


Contact Charles Aronovici (617) 288-4434 learn 
more about SSI and hear how SSI users are success- 
fully leveraging their system investments today. 


Expanding the vision VM. 
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manufacturing and development groups 
and divisions into new headquarters 
Somers, N.Y. The move has brought con- 
solidation and staff cuts primarily 
the middle-management level near- 
every product-oriented division the 
company. 

This year, hardware-obsessed IBM 
has finally given software its due: July, 
the firm created the Applications Systems 
Division, which charged with develop- 
ing applications software and consolidat- 
ing the company’s relationships with 
third-party developers. the same time, 
IBM announced the creation mid- 
range marketing-support organization in- 
tended shore IBM’s dismal perfor- 
mance that area. 

Has IBM’s recovery plan accomplished 
1987 what the company intended? 
Well, not entirely. 

the product side, several gaps need 
filled. The company will not deliver 
its System/36 and follow-on product, 
known Silverlake, until mid-1988. 


IBM’s revamped im- 
sales strategy 
may have convinced 
loyalists continue 
buy from IBM, but the 
company desperately 
needs open new 
markets and 
accounts that not 
buy IBM products. 


IBM’s surprise, the market did not un- 
questioningly buy into the PS/2 technol- 
ogy change and not likely until 
IBM’s OS/2 Extended Edition shipped 
next year. And IBM’s next-generation 
mainframe, code-named Summit, not 
expected until 1989. 


Wanted: New blood 

IBM’s revamped image and sales strategy 
may have convinced loyalists continue 
buy from IBM, but the company des- 
perately needs open new markets 
and infiltrate accounts that not buy 
IBM products. 

That need particularly felt the 
mid-range area, where replacement buy- 
ers now far outnumber new customers. 
IBM’s redirected and enlarged sales force 
will face the challenge developing 
customer base 1988. 

Financially, IBM’s cost cutting has 
done little far improve overall per- 
formance. Again, 1988 will tell whether 
IBM has done enough must take more 
drastic measures, possibly including re- 
versal its no-layoffs tradition. 

IBM’s competitors particularly 
Digital Equipment Corp., Compaq Com- 
puter Corp. and Apple Computer, Inc. 
report escalating earnings and revenue, 
clear from IBM’s 1987 financial perfor- 
mance that the company has not emerged 
from its slump. 

While marketing and product improve- 
ments will help revive the firm’s sales, 
IBM’s challenge now maintain the 
momentum that fueling its transition 
from complacent industry giant pro- 
active industry leader. 
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Lucente 


BACK BUSINESS BASED TRUST 


Lucente vice-president and 

group executive IBM’s Infor- 

mation Systems Group, with re- 

sponsibility for market strategy 

for all IBM products. was in- 
terviewed recently at-the group’s head- 
Extra Editor George Harrar and senior 
writer Michael Sullivan-Trainor. 


‘Why 1987 the the Cus- 


for IBM? 

The Year the Customer has been inter- 
preted mean that this the year that 
the IBM salesman focusing the cus- 
tomer. The IBM salesman has always 
been focusing the customer. 

The concept originated our strategic plan- 
ning conference last fall, where invited 
group executives from our customers join 
for the first time. John Akers and members 
the corporate management board participated 
just there weren’t any customers there. 

asked these customer executives talk 
about what was like doing business with IBM 
and what that they like and what 
that should improve upon. Essentially, they 
told they needed know more about where 
were going and where were investing, 
particularly software. 

They told needed remove some 
the complexities our contracts, our terms 
and conditions, and acknowledge the fact that 
were doing business international ba- 
sis and that needed have more consisten- 
with contracts around the world. 

They also told they wanted see more 
IBMers who understood their business prob- 
lems and could help them relate business prob- 
lems potential application solutions. 

had several the key development exec- 
utives present their strategic directions. The 
consensus the part the customers was that 
did nothing more than allow our customers 
understand our strategic directions, would 
tremendously benefit the customers and 
long way cementing the partnership. They 
really felt they were making these decisions 
the dark, and there were couple situations 
where they felt they went down the wrong path 
and wouldn’t have had they known our direc- 
tions. 

did not preannounce products them. 
just showed them our strategic direc- 
tions. But used the executives responsible 
for making those investment decisions give 
presentations. 
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result that meeting, told the man- 
ufacturing and development divisions that 1987 
was the Year the Customer and that their job 
was get out and disclose their directions and 


sure that their directions are consistent 


with where the customers are going. the pro- 
cess, not only would the customers benefit, but 
would benefit. 

the same time, put together inter- 
national task force look our contracts, 
terms and conditions and the overall complexity 
doing business with IBM and said, go- 
ing deal with that 1987.” 

the three things did 1987 were pro- 
vide more people with better business training, 
improve contracts and reduce complexity and 
get development people out talking directly 
with customers, showing strategic directions. 
Put those three things together, and that 
what makes 1987 different from any prior year. 

transition year. We’re not going 
declare the Year the Customer say that 
the last Year the Customer. not 


How you measure your three goals 
for the Year the Customer? 

get lot opportunities talk customers 
directly. have now conducted three national 
forums and regional forums where 
have presented our strategic directions across 
the major parts our product line 1,000 
1,200 customers. 

Some these customers wrote per- 
sonally, and their reaction was the same 
[those of] the executives who participated our 
planning conference: meeting I’ve ever 
been with IBM. You should have done 
long time ago. hope this isn’t the only time you 
doit.” 

that’s one barometer success. And 
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going again next year, prob- 
ably the fall. 


What customers qualify attend 
these conferences? 

Next year this still tentative 
will probably have forum for each the 
divisions: for instance, the north-central 
division and the southwest division. will 
probably for the top 200 300 cus- 
tomers each those two divisions. 
will for the information systems execu- 
tive, the CIO. Sometime coincident with 
that, will have similar program which 
will involve what will call the 
That will series indus- 
try-oriented forums across the industry seg- 
ments, focusing the top 500 accounts. We’ll 
bring all manufacturing end-user executives to- 
gether and give them that same strategic direc- 
tion, but we’ll also put heavy emphasis the 
applications that support their industry. 


What the status your other two 
goals: reducing complexity and pro- 
viding more people with business 
knowledge? 

far the contract, terms and conditions and 
simplification are concerned, that ongoing 
work. have group six customers that 
we’re working very closely with. Our corporate 
vice-president marketing has taken upon 
himself personally understand the require- 
ments these six customers and make sure 
that the changes are making conform 
where these customers would like see go. 
They happen international customers that 
represent several different industries. 

Essentially, we’re trying get back doing 
business the basis trust, where the cus- 
tomer signs contract once for hardware and 
software and then continues business 
transaction-by-transaction basis without 
having back and re-sign contracts. 

called customers, specifically Wes- 
tinghouse, and spent lot time talking their 
people about the complexity doing business 
with us. They are working with make sure 
continue move the right direction. 
reduced the number volume procure- 
ment agreements, the number exhibits and 
the number things our customers have 
sign. 

For example, there single contract for 
hardware and software for volume procure- 
ment agreements. the event necessary 

Continued page 
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Network and 


The Network and Terminal 
Group products from 
Duquesne Systems helps you 
measure network perform- 
ance and enhance the pro- 
ductivity your network 
users. Designed for MVS and 
systems, these products 
let you streamline access and 
expand connectivity all 
data and application sources 
and provide information that 
lets you determine your 
network being used 
most effectively. 


Duquesne Systems’ Network 
and Terminal Products are 
installed over 1,000 sites 
worldwide. When integrated, 
they make your network even 
easier access and manage. 


With TPX and Network 
Access, you can provide 
application access services 
that best meet the needs 
your users. TPX efficiently 
provides multiple session 
management for users who 
need this facility. 


Single Point Entry 
Network Access 


Network Access improves 
performance giving you 
common entry point and 
providing easy, menu-driven 
access all your applications. 
System-wide message sending 
lets all users communicate 
through single facility. 
Network level security can 
maintained single place. 


Session Management 
TPX (Terminal 
Productivity Executive) 
—The Industry Leader. 


With TPX, you don’t have 
log off one application 
switch another. It’s full- 
function, VTAM-based session 
manager that lets you log 
many applications the 
same time. You can select 
applications from full-screen 
menu and switch from one 
application another with 
single command key. 


BEFORE 


| 
— 
AFTER 


Approach 


Terminal Productivity 


VTAM Monitoring 
NetSpy 


NetSpy VTAM network 
performance and end user 
response time monitor that 
lets you decide your network 
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being used most effectively. 
gives you information that 
helps the areas network 
control, management, capacity 
planning, and systems 
programming. 


When using multiple session 
manager such TPX, you can 
access many different appli- 
cations from one terminal. 
NetSpy has interfaces TPX 
measure true “end-to-end” 
response time. This informa- 
tion not available from any 
other source. 


Communication STX 
(SNA X.25) 


STX gives you easy access 
many data bases X.25 
network from single 3270 
terminal. simplifies logon 
procedures, provides high 
speed links the network, 
and automatically connects 
you desired data bases. 
This keeps access time 
minimum and eliminates the 
inconvenience using extra 
terminals, 
phone lines. 


giving the TPX user 
session with STX, the ACL 
(Automated Conversation 
Language) feature TPX can 
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programmed connect 
and access external data 
network, perform retrieval, 
journal the results, and then 
disconnect—all initiated with 
single keystroke. 


Find out how these Network 
and Terminal Productivity 
products can make your 
network environment more 
productive. Call today 
arrange free, 30-day trial. 


(800) 323-2600 


(412) 323-2600 
Pennsylvania 
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have some kind technical disclosure, 
require today that each dealt with 
agreement-by-agreement basis. We’re 
going use this single-library-card ap- 
proach here again. 

The idea that the customer signs 
four five pieces paper and puts them 
the drawer. put our copy the 
drawer. now have basis upon which 
business. Then just business. 


the goal removing the com- 
plexity from contracts has not 
been met yet? 

The job’s not finished. The task force 


still effect. made some major 
changes June. 

the third area, have just complet- 
the largest redeployment effort the 
history our company. We’ve moved 
some 4,800 people from our plants and 
labs and another 3,000 from our head- 
quarters staffs. 

When you take that into account, plus 
the hiring did, minus the people that 
left during the retirement incentives, 
will increase our branch office organiza- 
tion, sales and systems engineering sup- 
port 27% the end the year over 
this last period some months. 

Two-thirds those people had 
through training, because they were not 
previously branch office positions. The 
bulk that resource just being felt 


Top programmers know (including application More proven 

that all testing and generators) and performance with 

debugging software Assembler. thousands 

not the same. programmers 
More productivity 

because XPEDITER major 


comprehensiveness 
what makes the 
the programmers’ 


makes changes the 
source code load 
modules and doesn’t 


using XPEDITER. 


the customers. 

far what’s next, we’ve been 
working with some pilot accounts de- 
velop set models that enable re- 
late information systems investments 
their overall business strategies. talked 
about this for the first time publicly the 
Guide meeting September. 

The technique use combination 
IBMers and customers over five-day 
period analyze the business objectives 
the customer and analyze his portfolio 
applications. Then, using proprietary 
software and fairly large data base 
compare this customer against compos- 
ite his competitors, point out where 
there are opportunities use information 
systems develop new applications 
improve their overall business plan 


More information, 

call (800) 358-3048. 

Canada, 

call (800) 433-3583 
shops and Minnesota, 

call (612) 560-8633. 


More training, support 
and user information 


require the TEST from Application 
option. You spend less Development Systems’ 
time compiling. years software 


More programming 


environments including More features including Development 

MVS, MVS/XA, VM/ the most powerful Systems, Inc. 

CMS, TSO, ISPF, CICS, debugging commands 

databases, the industry entered 
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terms market share and profitability. 

Starting the end this year and 
through the balance 1988 and 
this program, which are calling In- 
vestment Strategies, will become the 
platform for most our marketing activi- 
ties. 

objective make sure that the 
IBM marketing organization absolutely 
the best equipped sales force when 
comes understanding where our cus- 
tomers are going, what their business 
problems are and what kind applica- 
tions offer that represent solutions 
those business problems. 

That’s something have always been 
very good at, but the nature the appli- 
cations changing us. Our customers 
are now talking about applications that 
are lot different than doing something 
they’re doing today, only doing faster. 

They’re really talking about applica- 
tions that change the way they busi- 
ness. And that means that, many cases, 
you need have not only the information 
systems executive involved, you’ve got 
have the end-user executive well, be- 
cause that’s the person who trying 
develop product and develop market. 

want establish stronger part- 
nership between the sales force and the 
customers relating common set 
business problems and make sure 
there marketing applications so- 


not just hardware and software. 


Based the pilot efforts and fair num- 
ber customers we’ve put through this 
exercise, we’re very confident and com- 
mitted implementing now across the 
board, fast and for many customers 
possibly can. 

The other thing we’re doing invest- 
ing substantial amount our training 
dollars increasing the technical special- 
ization our systems engineering organi- 


specialty skills that think cover the 
gamut requirements. For example, one 
set skills the area data base applica- 
tions enablers, including products like 
DB2, Applications Systems and CSP [the 
Cross System Product], group soft- 
ware programs that hand glove with 
helping customers develop applications. 

have concluded how many in- 
depth technically trained system engi- 
neers need that category, and we’ve 
done that across some different techni- 
cal skill categories. 


Are the 
Amendment (CSA) and the Mid- 
range System Amendment part 
the consolidated contracts pro- 
cess? 

No. For example, the hardware and soft- 
ware agreement the acquisition 
those items, not maintenance. mainte- 
nance contracts, date have had con- 
tracts for every machine. introducing 
the Corporate Service Amendment, 
now give the customer the opportunity 
embody all the products has under 
maintenance under single contract. 

But there are problems with that. 
give you idea what mean say 
the work not done yet, machines off 
warranty different times, and they 
are installed different times. you 
have continue issue updates any 
existing contract. 


Akey part the CSA seems 
the discounting schedule. Former- 
ly, IBM said did not offer 
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(more less) 


discounts maintenance. dis- 
counting part the Year the 
Customer campaign? 

That’s not, per se, the Year 
the Customer. have, for long time, 
series network and systems main- 
tenance tools that we’ve used help re- 
duce our overall cost maintaining cus- 
tomer installations. have encouraged 
customers use those. 

One the things we’re doing with the 
CSA that the customer willing 
use those tools and they agree keep 
their installation some level main- 
tainability, pass our savings them 
the form discount, lower price for 
the maintenance. the customers don’t 
those tools, they don’t qualify for the 

That was really response couple 
things. One, just have customer 
satisfaction surveys with marketing, 
have satisfaction surveys for mainte- 
nance. And detected not just here 
but particularly some our non-U.S. 
countries increasing: dissatisfaction 
with the overall service maintenance 
business. 

was the combination the lack 
visibility the maintenance man 
were doing more our servicing remote- 
ly, the unwillingness our part cer- 
tain things and, again, this contract busi- 
ness, the fact were billing them 
often. 

attacked this thing interna- 
tional basis come with what 
should doing the service business. 
went and said, see what happens 


let you use these did 


from mid-1985 mid-1986. The combi- 
nation these satisfaction surveys and 
what learned from the pilot accounts 
eventually led whole series ac- 
tions. That set actions included trans- 
ferring our programming support reps 
from our National Service Division our 
marketing divisions, but also helping the 
customers manage their overall installa- 
tions problems, installations planning, 
systems relocation and forth. 


When will more technical details 
released concerning the Sys- 
tems Application Architecture 
(SAA)? 

The technical interface information 
scheduled released sometime during 
the fourth quarter. That will continu- 
events every days with sort 
two-year reach. other words, anything 
going incorporating within 
the next two years, tell you about. 

For example, Guide, one the ques- 
tions was, “Is RPG part SAA?” The an- 
haven’t you told The answer is, be- 
cause we’re not going tell you anything 
for sure until have technical plan that 
deliverable within two years. 

that’s set guidelines have 
put the development organizations and 
the basis upon which continue 
release information about SAA. 


mid-range strategy seems 
chitecture strategy consisting 
the System/36 and and the 
370. What does the customer 
gain having choice between 
two architectures rather than one, 
some your competitors can 
offer? 

First, have two mid-range, 
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purpose architectures. For example, cus- 
tomers don’t consider Unix general-pur- 
pose architecture, but, certainly, plan 
support Unix across the board, includ- 
ing the mid-range. 

There are more than quarter mil- 
lion System/3X architecture machines in- 
stalled, and without question, the most 
successful mid-range architecture 
sheer numbers the 3X. That may one 
the best kept secrets. one were 
say, talk about IBM’s premier mid- 
range architecture,” the premier mid- 
range architecture the 3X. 

The next question is, “If that’s such 
good architecture, why you need 
have another general-purpose architec- 
The answer because have 
whole lot customers that have 370 


ons: 


mainframe hosts installed who want 
distribute that same application software 
mid-range 370s. 

response that, announced the 
mid-range 9370 and, particular, offer 
the base capability the customer 
can have complete portability between 
the mainframe and the mid-range. 

wouldn’t advocate that any customer, 
for any reason, install both architectures 
the mid-range, but would absurd 
for not have two architectures given 
those conditions just described. 


You mentioned the redeployment 
personnel from headquarters 
and the labs and plants. there 
hiring freeze certain areas 
the company? 


OT a TeES¢ ing, 
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Yes there is. Right now, the only place 
think hiring are programmers and 
marketing. But obviously, we’re being 
very selective and careful about it. 
want make sure the hiring we’re doing 
critical hiring for very specific reasons. 
equal maybe higher levels than 
1987. 

It’s not corporate freeze. you ask 
where we’re hiring, would say it’s where 
told you. don’t think, for example, 
there’s lot hiring being done direct 
manufacturing, because plant efficien- 
cies improve and automation programs 
have been implemented, there has been 
less and less need for hiring. But 
wouldn’t say we’re under corporate hir- 
ing freeze. 
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IBM treat royally? 


MICHAEL SULLIVAN-TRAINOR 


beginning one the most dras- 
tic periods change the company’s 
63-year history. Strategies and poli- 
cies that the $51 billion corporation 
has counted since the days 
Watson Sr. are longer valid. Slow reve- 
nue growth threatening IBM’s long- 
held goal becoming $100 billion com- 
pany 1990. 
fire IBM’s stalling engines, Chair- 
man John Akers has initiated broad mea- 
sures that will remake the image and the 


substance the company the next five 


years. While this year noteworthy for 


IBM product deliveries 


new mid-range processor family, commu- 
nications software and hardware and 
strikingly different personal computer se- 
ries 1987 more importantly IBM’s 
year promises. 

January, Akers promised that 
1988, customers would perceive 
different, more open company, one that 
more interested meeting their needs 
than pushing its hardware. This promise 
grew out strategic planning meeting 
late 1986. For the first time, customers 
were invited session hear about fu- 
ture product directions firsthand from 
IBM executives. 


Sullivan-Trainor Computerworld senior writer. 


During the course the meeting, the 
customers asked Akers why they weren’t 
mentioned any IBM’s traditional 
goals. Akers responded with new goal 
for the company: enhancing customer 
partnerships. For 1987, this theme be- 
came known the the Custom- 

The many interpretations the 
phrase come down one general idea: 
IBM wants improve its relationships 
with MIS managers and executives. 

“They’ve made concerted effort 
get level,” says John Putney, execu- 
tive vice-president office and informa- 
tion systems for the Teachers Insurance 
Annuity Association America’s Col- 
lege Retirement Equities Fund, based 
New York. 

“They weren’t reluctant work with 
before,” says. “It was benign 
neglect. They had incentive spend 
time here. Now, they have gone back 
what they were doing the ’60s. was 
disappointed hadn’t seen before now.” 

IBM’s actions carrying out Akers’ 
mandate hark back the way IBM 
worked years ago, with more market rep- 
resentatives and service personnel on-site 
and more interaction between MIS and 
IBM. 

has different view what 

Continued next page 
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the Year the Customer means,” says 
Bill Steuk, group director IBM’s tele- 
communications marketing and service. 
“The Year the Customer really 
state mind, rallying 

Anew twist this year how much IBM 
will reveal about its product directions. 

has opened this year de- 
gree that have never seen,” says Dean 
Redfern, corporate vice-president Mc- 
Cormack Dodge Corp. Natick, Mass. 

have signed 112 nondisclosure 
agreements this Redfern says. 
“That more one year than have 
signed past nine 


The Supra 24-pin printer 


“IN MANY accounts, are losing business op- 
portunities advertising campaign, the 
customer elects build more stores opposed 
investing information systems” 


JACK HAMMOND 


DIRECTOR, IBM’S INFORMATION SYSTEMS 


INVESTMENT STRATEGIES 


Also different from years past are the 
changes IBM making its perception 
the industry. Traditionally strong 
mainframe sales caused IBM reluc- 
tant accept the trends the ’80s: dis- 
tributed processing and the popularity 


minicomputers drive it, end-user com- 
puting and the broad acceptance per- 
sonal computers and the need for efficient 
software that supports strategic applica- 
tions. general industry slowdown and 
the particularly sluggish growth main- 


life the fast lane 


used spend lot time waiting for our 
old printer finish cranking out the paperwork 
for our busy corporation. 

But since bought the C-815 Supra from 
Itoh Digital Products, never have moment 
spare. I’m living life the fast lane. 


Multi-applications solution 
Our department managers love the C-815 Supra. 
like having two printers one. prints high 
volume data processing output, like invoices 
and spreadsheets, speeds 570 characters 
per second (cps). And for word processing, the 
Supra prints sharp, clear, high-speed 
quality 162 cps. 

What really sold our DP/MIS management 


the Supra was Byle Magazine and Infoworld 


the C-815 the fastest 24-wire printer their 


independent tests. And they were right. The 


speed and versatility increased our productivity. 


Forms expert 
Our executives are really impressed with the 


dependable, rugged paper handling. 

manages continuous forms, labels, letterhead 
6-part invoices with its rear bottom 
feed paper paths. addition its standard pull 
tractor, the C-815 also features single-bin auto- 
matic sheet feeder upgradable dual bin. 


Whether it’s high volume spreadsheets and multi-part invoices 


or letter quality business letters and presentations, 
the Supra fast and reliable. 
Circle Reader Service Number 


Sound investment 
The finance department says the Supra 
great investment since Itoh has long- 
standing reputation for high quality, durable 
printers. And because has built-in emulations 
for the IBM ProPrinter XL™ Toshiba P351™ 
and Qume Sprint 11™ don’t have invest 
any new systems software. works with our 
new IBM PS/2™ family and such popular soft- 
ware packages Lotus WordPerfect™ 
and Chartmaster™ 

With its top-notch output, superior paper 
handling and extremely fast printing, all the 
departments our company now know what 
life the fast lane all about. know do. 


Itoh Digital Products, Inc. 
19300 South Suite 110 
Box 9085 Torrance, 90508 
(213) 327-2110 (800) 423-0300 
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frames sales forced IBM wake the 
changes these trends were bringing 
about. 

IBM responded with promises: Sys- 
tems Application Architecture (SAA), 
single software architecture for its major 
hardware environments; Silverlake, 
processor combining attributes the 
System/36 and 38; and new division 
dedicated developing applications. 

“They seem more oriented to- 
ward end-user computing than the 
says Ted Jastrzembski, analyst 
Framingham, Mass.-based Internation- 
Data Corp. (IDC). huge orga- 
nization, and very difficult for them 
change one year. They’re taking steps 
that 


Historic steps 

Internally, IBM also took historic steps. 
trim operating expenses, closed 
manufacturing plants turned them into 
distribution centers something had 
never resorted to. Holding pledge 
that would never lay off any employee, 
IBM instead transferred workers the 
thousands from manufacturing market- 
ing and service. 

While IBM’s moves this year are 
aimed limiting competitors’ market 
gains reducing overhead, one the 
more significant efforts initiated 1987 
seeks counter customers’ decisions 
invest other areas their business. 

“Tn many accounts, are losing busi- 
ness opportunities advertising cam- 
paign, the customer elects build 
more stores buy more locomotives 
opposed investing information 
says Jack Hammond, director 
IBM’s Information Systems Invest- 
ment Strategies (ISIS). 

want companies look infor- 
mation systems instruments growth, 
the same way they look other capital in- 
says. 

ISIS methodology for developing 
information systems applications that di- 
rectly address company’s strategic busi- 
ness goals. The campaign will the focus 
IBM’s marketing efforts for the next 


several months (see story page 17). 


Even with ISIS and the changes 
wrought the Year the Customer 
drive, IBM still has lot rethinking 
do. 

“DEC has realized they are not the 
computer business; they’re the busi- 
ness solutions business something like 
M&D’s Redfern says. don’t 
think IBM realizes that yet. Most the 
see still think they’re the 
computer business. 

“They can’t keep coming out pitching 
newer, better, faster hardware. There 
has cause and effect between that 
and the economy says. 
“They haven’t made that connection yet. 
Once they do, they will take off again.” 


‘No difference customer’ 

the meantime, MIS executives are re- 
acting cautiously the steps IBM has 
taken renew its image. “It’s the prod- 
ucts that back the promises that make 
the difference the long term,” says 
IDC’s Edward Acly, program manager 
Software Technology Services. 
marketing blitzes don’t make that much 

Because IBM has historically been re- 
luctant reveal its long-term product 
strategy, the new sharing product 
direction with MIS consultant 

Continued page 
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Introducing automated operations 
your data center may seem like 
enormous task unsure 
where start. Head the right 
direction with AutoMate/MVS, 

the first automated operations 
product from Duquesne Systems. 
AutoMate/MVS full function, 
rule-based automation tool that 
solves many operation problems 
complex MVS data centers. 


Operators use their time 
more productively with 
the automated console 
tool—AutoMate/MVS 


Data Center photograph courtesy of Genix Corp. 


Automated operations 
start with 


ductivity from Duquesne 


consolidating consoles, 


Circle Reader Service Number 29 


the volume online transaction 
processing increases, operations 
personnel face increasing amounts 
low-level repetitive tasks and 
decision making. Service-level 
objectives become more difficult 
meet, and the chance human 
error increases dramatically. 
AutoMate/MVS relieves operators 
from these mundane, repetitive 
decreases the possibility 
human end result 
increased productivity and system 
availability. 


AutoMate/MVS has extensive 
list features which include: 


System for message 
management and time-driven 
automation 

Task Automation for automating 
complex events 

Extended MCS console capa- 
better system and 
console support 

Alternative Operator 
for easy fewer operator 
errors 


years, data centers worldwide 
from system pro- 


providing quality products 
Protecting data 
and allocating 


and management and retrieval 
SYSLOG CPU environ- 
ments are specialties. 


Start automating your operations 
today with Duquesne Systems, the 
company that started operations 
productivity. For more informa- 
tion, call (800) 323-2600, 

(412) 323-2600 Pennsylvania. 
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communities that appears 
the most drastic change. 

“They have been much more 
open answering our ques- 
says Joseph Vincent, di- 
rector computer performance 
and capacity planning Hu- 
mana, Inc., Louisville, Ky.- 
based health care management 
company. were candid 

Marketing representatives 
are longer the lead speakers 
customer analyst presenta- 
tions. employees with prod- 
uct development responsibility 
are standing and answering 
questions about product direc- 
tions. Redfern attends IBM 
briefings executive Dun 
Bradstreet Corp.’s informa- 
tion systems group. (D&B 
M&D’s parent organization.) 
the briefings, finds that can 
ask any question, about IBM’s 
next-generation mainframe, for 
example, and receive thorough 
answer. 

actually met first 
programmer, who coding the 
product was interested in. 
That’s never happened 
Redfern says. finally 
met one, offered him job. 
probably the last one they 


will let meet.” 

the short term, IBM may 
lose more business than will 
gain with this strategy. all 
want ride the wave [of new 


products] up, not down,” Red- 
fern says. 

Disclosures Silverlake, for 
example, will prevent users from 
buying System/36 and ma- 
chines. the past, IBM would 
have pushed those systems right 
until the day the new an- 
nouncement. 

the long term, IBM hopes 
gain tighter relationship 
with MIS executives, relation- 
ship the company hopes will lead 
equipment sales. 


‘In tune’ 

some cases, that strategy may 
pay off. “If have more confi- 
dence knowing what likely 
the mainstream,” Teacher In- 
surance’s Putney says. 
felt their direction was not one 
were going in. Now are 
tune with them, and they are 
more tune with us.” 

The Smithkline Beckman 
Corp. Animal Health Products 
division West Chester, Pa., 
another organization that has 
been enjoying IBM’s newstyle. 

“They decided take bet- 
ter approach with us. We’re 
tional account,” says Terrence 


Connor, the division’s MIS man- 
ager. half-day 
seminar for Connor’s group 
explain SAA the day before 
was announced. Connor has also 
been kept informed develop- 
ments with Silverlake. 

But will IBM’s efforts affect 
his purchase decisions? don’t 


maker medical supplies. 
new products information 
somewhat tease. They told 
about Solutionpacs they 
were place all over the coun- 
try. When asked about them, 
they said they weren’t available 
yet.” 

Humana’s Vincent took IBM 
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Develop IBM-user team approach strategic business planning 
Simplify contracts and make them consistent with overseas agreements 
more open about product strategy allow better customer 
Make service personnel more available customer sites 
Combine IBM and expertise meet user communications needs 
Provide single software environment across all product 
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used to,” says. “IBM used 
here with the other vendors 
and say: ‘Here’s our solution. 
Take leave it.’ Now they are 
scrambling more, just like Wang, 
Hewlett-Packard DEC.” 
Other MIS executives are 
less impressed {BM’s efforts. 
“They have been little more 
cordial and informative, but that 
incidental,” says Ray Tepfen- 
hardt, MIS manager 
Bard, Inc. Murray Hill, 


its offer provide details 
future product strategy, 
IBM flew Vincent and his staff 
Poughkeepsie, N.Y., brief 
them the 3090 and MVS/XA. 
“They gave very good an- 
swers most things but only 
half answer our biggest 
question,” Vincent says. The 
question was this: What will the 
millions instructions per sec- 
ond (MIPS) rate for high-end 
3090s 1990? This informa- 
tion important the group’s 


contingency planning for CPU 
acquisitions. said that the 
MIPS rate would three digits 
1990, and the first digit would 
one. That’s not the answer 
needed for good planning. 
could anywhere from 100 
199.” 


Secrecy still exists 
Frank Lesser, president Fi- 
nancial Technologies, Inc. 
Chantilly, Va., also having dif- 
ficulty getting answers from 
IBM, despite the new openness. 
“The cloak secrecy has not 
gone for us. I’ve been 
Poughkeepsie and Endicott, 
N.Y., and things still seem 
frustration 
stems from his company’s inter- 
est purchasing small 3090. 
The firm owns Model 150 and 
asked whether IBM might offer 
smaller system. The IBM rep- 
resentative Lesser spoke with 
said there were plans pro- 
duce one. Six weeks later, the 
Model 120 was announced. 

“Then asked about 
version VM,” Lesser says. 
“The answer was almost like 
taking survey: Early returns in- 
dicated would available 
1988. That was the week before 
VM/XA was 

MIS executives who already 
feel they are the top IBM’s 

Continued next page 


PROFESSIONAL UTILITIES 


offers solution rapidly escalating program- 
ming costs and the scarcity good on-line programmers. 


effect PROQ-CICS, PC-based program, acts your on- 
line programmer. 


The operator simply “paints” the screen, supplies the 
characteristics the fields, and commands the program 


Introducing VMCICS/Development System 
and System 


VMCICS/Devel stability for CICS applications. 
System and Each its generate the code. 
System are powerful, own generates the BMS map and the COBOL pro- 
evel CICS programs under Best all, VMCICS/ES and Existing BMS maps can read PROQ-CICS and easily 
and for the Operating AND ONLY FEW MINUTES WILL COMPLETE THESE 

Clay! us 

With VMCICS/ES 6974 (from PERIENCED PROGRAMMER WILL REQUIRE QUITE FEW 

run current CICS applications California call HOURS THE SAME WORK. 


savings far excess 
your one-time investment. And 
with VMCICS/DS you can 


ORDER YOUR SITE LICENSE FROM PROQUTIL INC.; 
Aetna Centre, 145 King Street 


develop, debug and test CICS 
applications faster and more Suite 1002 
easily than ever allowing Toronto, Ont. M5H 3X6 
you significantly improve 3807 Wilshire Boulevard (416) 360-7939 
programmer productivity. Los Angeles, California 90010 Telex: 06-218177 

Both VMCICS/ES and Fax: (416) 367-1954 
VMCICS/DS provide improved VMCICS is a trademark of Unicorn Systems Company. r 

Circle Reader Service Number CICS and BMS are trade marks corporation. PROQ-CICS trade 


mark PROQUTIL INC. 
Circle Reader Service Number 
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Develop and run 
applications on-line program development tool. 
Yes-Finally, with VMCICS 


efforts will aimed swaying the expendi- 

tures its customers away from other capital 

expenditures and toward investments infor- 
mation systems. 

Through program called Information Systems In- 
vestment Strategies (ISIS), IBM marketing represen- 
tatives will work with MIS and business executives 
selected corporations develop business plans that 
identify areas which information systems’ money 
can most effectively spent increase the compa- 

revenue. 

Begun pilot program IBM’s Advanced Busi- 
ness Institute Greenwich, ISIS being pro- 
moted internally IBM that marketing representa- 
tives can offer the program certain customers who 
express interest it. plan expand the num- 
ber participating companies fairly dramatically next 
ISIS Director Jack Hammond says. 

The program requires average two months 
data collection and analysis, which company’s fi- 
nances, business goals and information systems invest- 
ments are compared with what typical for the indus- 
try. fee charged the participants, who are 
asked discuss their business plans confidentially 
with IBM marketing representative. The user com- 
pany receives recommendations revenue-generat- 
ing information systems investments, 

“The way being described press releases and 
other places, ISIS seems little like magic wand, 
and really Hammond says. just gives 
starting point discuss business issues different 
level from that how fast products are what the 


the next several months, IBM’s marketing 


THE NEW TEAM APPROACH WITH USERS 


MIPS rate is. It’s not revolution any kind. We’ve 
had some outstanding successes and some duds, 

IBM hopes gain better relationships with cus- 
tomers and, ultimately, increase business through 
the program. But ISIS involves substantial invest- 
ment resources: specifically, dedicating marketing 
representative’s time coming with recommenda- 
tions that may may not accepted. Because the 
amount time required for the analysis, IBM pro- 
moting ISIS cautiously. 

“Most the customers talked with are will- 
ing it. We’re torn between too much publicity and 
not enough. it’s too popular, won’t able 
it,” Hammond says. 

IBM’s marketing representatives attend series 
sessions the Advanced Business Institute and meet 
extensively with customers carry out the program. 

The first session introductory review the 
process held before the representative calls the cus- 
tomer. After initial meeting during which the cus- 
tomer agrees participate, the representative en- 
gages four six weeks data gathering. 

Information regarding the customer’s computer 
system investments both IBM and non-IBM 
equipment collected, along with descriptions 
the business plans. 

parallel with that data collection, IBM compiles 
profile the company and the industry which op- 
erates based publicly available financial data, such 
the Value Line, Dun and Bradstreet and Standard 
and Poor’s data bases. 


model the company then constructed using 


IBM Personal Computer-based software program 
developed IBM. The program projects the compa- 
ny’s financial performance during the next five years. 

don’t have any assurance that projection ac- 
curate; what Value Line’s best judgment, and 
use that point departure for Ham- 
mond says. the customer will say the revenue 
growth fast enough. They intend grow faster 
than that.” 

Once the model complete, the market represen- 
tative compares his customer’s profile with those 
other companies the same industry. The representa- 
tives analyze this material five-day workshop con- 
ducted industry experts within IBM. 

The applications portfolio the company also ex- 
amined and compared with what typical for the in- 
dustry. Finally, the representative finds business seg- 
ments within the company which information 
systems can make difference the bottom line. 

Ultimately, the customer receives three five 
very specific recommendations about how information 
systems investments can made enhance the busi- 
ness. technology work out later,” Hammond 
says, have make some gross esti- 
mates what involved order feed the cost 
streams.” 

Not all customers will implement the recommenda- 
tions, but the marketing effort worth from IBM’s 
point view, because the amount knowledge the 
marketing representative gains about his customer. 

“The better understand customer’s business, 
the better can serve them,” Hammond says. 

MICHAEL SULLIVAN-TRAINOR 


CUSTOMER 


FROM PREVIOUS PAGE 


list when comes information 
about product strategy say 
IBM’s new openness aimed 
elsewhere. 

John Nack Caterpillar, Inc. 
Peoria, receives great 
deal firsthand information 
from IBM executives presi- 
dent Chicago-based Guide In- 
ternational Corp., association 
users large-scale IBM com- 
puters. 


‘Coming out shell’ 

“Guide has always had open 
dialogue with IBM. Gradually, 
has become more open,” Nack 
says. they are sharing 
more openly with other sectors. 
They are slowly coming out 
their shell and delivering better 
statements 

‘Likewise, Dale Preston, MIS 
director for Bristol-Myers Co., 
always hears about IBM’s prod- 
uct strategies from his market- 
ing representatives. 

always pretty much 
apprised what’s going on,” 
Preston says. think 
this campaign for smaller ac- 
counts that have not been re- 
ceiving the attention.” 

One such account, the SCM 
Office Supplies Group SCM 
Corp. Marion, Ind., not find- 


ing IBM any more open about 


products than the past, but 
Manager Jeff Mahoney receiv- 
ing better service. 
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“T’ve kept ears open for 
information about Silverlake, 
but only hear things from third- 
party vendors nothing from 
IBM,” 

However, after months 
trying obtain tuning informa- 
tion for his shop’s System/36, 
Mahoney finally received the ad- 
vice needed when new mar- 
keting representative was as- 
signed his account. 

Increased presence and more 
responsive service representa- 
tives are the promises that are 
touching smaller IBM shops. 

For example, IBM making 
easier for its marketing repre- 
sentatives southeastern Mich- 
igan and northern Indiana giv- 
ing them territories, 
says Roger Peck, systems con- 
sultant Bridgman, Mich., who 


services System/36 accounts.. 


presence these sites 
was nonexistent. They’re realiz- 
ing that they spend more time 
with their customers, they’ll 
come back [from doing business 
with third-party vendors],” Peck 
says. 

While IBM paying more at- 
tention its customers, the 
firm seems less interested 
courting users who are pursu- 
ing different systems strategies 
than the ones IBM advocates. 
Inc., automotive parts 
manufacturer, converting 
from IBM 4381 environment 
one based microcomput- 
ers, including Compaq Computer 
Corp. Compaq 386s and IBM 
Personal Computer ATs. 


The change was spurred 
estimated $300,000 annual 
savings the company expects 
achieve through reduced hard- 
ware and software maintenance 
costs, according Richard 
Hock, MIS director for the firm. 


‘No interest us’ 

has interest us,” 
Hock says. getting rid 
the baggage the 370 architec- 
ture. I’m not down IBM, but 
the 370 architecture leaves lot 
desired for mid-size cus- 
tomers, and the 9370 the same 
thing warmed over.” 

Despite Echlin’s change 
strategy, other vendors, includ- 
ing Digital Equipment Corp., 
Unisys Corp. and Honeywell, 
Inc., are still trying sell equip- 
ment into the shop. 
used IBM’s strength. Now, 
unless they see daylight, they 
don’t good Hock says. 
amazed. get much more 
attention from the other ven- 
dors.” 

IBM’s efforts seem fo- 
cused first improving rela- 
tionships with MIS managers 
its installed base and second 
attacking specific competitive 
situations, such challenging 
DEC’s offerings. Slowly, the 
company addressing the myri- 
complaints from its current 
customers. 

shops early this year, Charies 
Mathey The Futures Group, 
Inc. Glastonbury, 
found the dominant concern 
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IBM’s threats reduce ser- 
vice and support shop in- 
stalled competitors’ products. 
ers’ concerns about loss ser- 
vice, and that caused them put 
the Year the Customer 
place,” Mathey says. long 
overdue. may have more value 
internally than externally.” 


For the long term, how well 
the changes are accepted and 
carried out IBM’s employees 
will determine the company 
will better business partner 
for MIS. 

would like extend the 
Year the Customer concept 
least through the rest ca- 
reer,” IBM’s Steuk says. 


DBAid for DBRC menu-driven productiv- 
ity tool which makes easy set up, exe- 
cute, and maintain recovery procedures for 
IMS data bases. quite improvement, 
because the product eliminates the need 
learn the complex syntactical structure 
native DBRC commands. result, 
valuable Data Base Administrator and Opera- 
tor time saved and uptime improved. 

addition, DBAid for DBRC reads the 
recon data set extract valid time stamps, 
sparing you from error-prone analysis 
voluminous recon listings. 

DBAid for DBRC runs under ISPF and sup- 
ports IMS 1.2, 1.3 and 2.1 IMS DB/DC 
CICS DL/1 environment. 

For your 30-day free trial, for more 
information, call Alan Kussack today 
212-912-6300. write him Financial 
Technologies International, Inc., One World 
Trade Center, 46th Floor, New York, 


10048. 


Financial Technologies 


Circle Reader Service Number 32 


Simplify 
With DBAid 

: 


Bendix Engine Products Division Bendix Aerospace major manufacturer jet engine 
ignition systems and other accessories for commercial and military aircraft. 

The slogan, “Start With appropriately describes the broad range 
products Bendix builds order for more than 700 aerospace customers. 

Bendix receives more than 1,000 diversified orders from these customers every month. 
expedite this volume and eliminate unnecessary lag time between order entry, 
shipping, and shipping verification, Bendix relies logistics software Science 
America, Order Processing System provides Bendix with better access data, more 
timely information, and faster response customer needs. 

“We can input order seconds, ship the same day, and mail acknowledgement 
the customer all less than week. Before had the MSA system, took three weeks 


comments Maria Marino, Supervisor Administration and Planning. 


“The MSA Order Processing System has given everything adds Dick Kuhr MIS 
and Telecommunications Director. “The system has paid for itself improved customer 

Find out how MSA software and expertise can help your company turn lag time into real 
time. Call Robert Carpenter (404) 239-2000. 
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SOON 


IBM must demonstrate the technical viability SAA 
within the next months 
delivering actual SAA package 


FRANCIS GENS 


ystems Application Architecture 

SAA promise from IBM 

provide the same application en- 

vironment its three strategic 
processor families: the Personal Sys- 
tem/2, the 370 and the (the combined 
System/36 and family that expected 
announced next year). 

IBM attempting create this hard- 
ware-independent application environ- 
ment providing the same programming 
tools, such languages and compilers, 
Gens vice-president technology assessments for the fi- 


nancial services group International Data Corp. Framing- 
ham, Mass. 


data base access language and dialogue 
manager; communications services like 
network application program interface, 
terminal-emulation capabilities and physi- 
cal connectivity options; and user inter- 
face with each the four operating 
systems” VM, MVS, and OS/2. The 
list will evolve and increase subject cus- 
tomer/market demand. For example, IBM 
will undoubtedly add RPG SAA when 
the new 3X, code-named Silverlake, an- 

nounced next year. 
The plan allow development appli- 
cations that can run every one IBM’s 
Continued next page 


SAA TIME LINE 
the early 1990s, users will developing SAA packages 


INFORMATION PROVIDED BY INTERNATIONAL DATA CORP. 
CW CHART: MITCHELL J. HAYES 
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CONFORMING SAA 


must convince customers and 

third-party software companies 

write the high-level Systems 

Application Architecture (SAA) in- 
terfaces and avoid writing below them, 
the operating system non-SAA 
subsystems. 

Today, there are almost IBM 
customers and, most definitely, 
third-party software houses who 
write applications only high-level 
languages and don’t “write into 
lower software layers. 

The main reason for this perfor- 
mance. When writing code for partic- 
ular function, often more efficient 
invoke the operating system direct- 
through supervisor call di- 
rectly access the storage manager 
VSAM, for example than utilize 
higher level interfaces. 

Since SAA attempts mask the dif- 
ferences IBM’s multiple operating 
systems providing common ser- 
vices and interfaces, these interfaces 
definition must sit above the operat- 
ing system and its companion core sys- 
tems software products. SAA, there- 
fore, asks the developer forgo 
performance benefits writing down 
for the benefit application portabil- 
ity. 

Independent software companies 
like Management Science America, 
Inc., McCormack Dodge Corp., Cul- 
linet Software, Inc., Ashton-Tate 
Corp. and Lotus Development Corp. 
must weigh this performance-for-por- 
tability trade-off carefully. 

For Lotus, the benefit SAA be- 
ing able sell SAA version 1-2-3 
not only the tens millions 
personal computer users but also 
the potential hundreds thousands 
Silverlake, System/38 follow-on, us- 


Advertisement 


The next generation on-line data 
entry software for IBM mainframes lifts 
the restrictions all previous data entry 
systems. Data capture, verification and 
transfer processes are longer hin- 
dered limitations hardware, com- 
munications networks even system 
availability. 

Only KEY/MASTER combines the 
control and security mainframe bas- 
system with the speed and conve- 
nience the personal computer. 
KEY/MASTER has precisely the features 
and functionality required meet the 


data collection and entry needs your 


organization. 

For the high volume, centralized 
data entry operation, this combination 
the mainframe and eliminates all 
response time delays and adds even 
greater productivity and throughput 
with keystroke verification and editing 
performed field field. 

MIS managers supporting distri- 
buted, approach data entry gain the 
simplicity and user orientation the 
PC, plus all the advantages on- 
line system—without requiring users 
involved with mainframe procedures, 
programming communications. The 


ers and the tens thousands 370 
users for minimal incremental de- 
velopment cost. 

The problem with this strategy 
that competitor, such Microsoft 
Corp. with Excel, chooses not write 
the SAA interfaces but chooses, in- 
stead, write more tightly the 
system software, the package’s per- 
formance could potentially superior: 
that Lotus’s SAA product. 

Lotus may able sell broad- 
market, but the competitor, be- 
cause superior product perfor- 
mance, may win the market. 

Which approach more profitable? 
markets that are not very perfor- 
mance-sensitive, the SAA approach 
carries significant benefits with mini- 
mal risk. The question is: How does 
one just how performance-sen- 
sitive the market financial terms; 
that is, whether response time that 
one second longer than competitor’s 
will lose company its market share? 

The point here that deciding 
whether not write SAA inter- 
faces isn’t “no-brainer.” There 
risk software vendor’s major com- 
petitors choose not write 

The risk smaller for market 
dominator. Thus, Lotus has decided 
write SAA version 1-2-3. Its 1-2- 
3/M, version 1-2-3 that will run 
370 processors, the first indepen- 
dent vendor cut an.SAA product. 
Many other vendors and 
battles for market share will piay 
waiting game, trying discern wheth- 
and when their competitors will em- 
brace SAA. 

competitive risk will 
likely cause many software vendors 
take cautious stance regarding SAA. 

FRANCIS GENS 


Advertisement 


DATA ENTRY HAS CHANGED 


delivery your mainframe 
remains under central control for all 
applications with extensive editing and 
verification capabilities. And, 
transfer data the mainframe has 
clear audit trail. 

The world’s leading on-line data en- 
try developed and enhanced 
with the objectives simplifying your 
data entry function, eliminating errors, 
cutting keystrokes and increasing over- 
all throughput—without programming! 

KEY/MASTER provides all the cap- 
abilities needed control, verify and 
transfer data into your company’s infor- 
mation system—including mainframe 
applications and other software. 

Find out for yourself. Contact the 
Data Entry Experts TSI Interna- 
tional, 295 Westport Avenue, Norwalk, 
Connecticut 06856, (203) 846:2101 and 
ask for your free presentation diskette 
and the facts about data entry. Or, call 
our information operators 800-227-3800, 
x7005. 


*Independent research has confirmed 
KEY/MASTER the leading data entry 
software system for IBM mai: ‘rames; 
KEY/MASTER has outsold its largest com- 
petitor by almost two to one. 
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strategic processor families emerged 
from need address two large prob- 
lems: 

The inability for customers leverage 
their investment application software 
for one IBM processor family (such the 
Personal Computer) they migrate 
(or add) processors from another IBM 
family (such the System/36). 

The inability for IBM leverage its in- 
vestment application software develop- 
ment for its different processor families. 
Rather than writing office automation 
package once, for use all IBM strategic 
systems, IBM must virtually write five 
packages one for each the differ- 
ent operating system environments. 
Needless say, this expensive way 
company. 

This fragmentation IBM’s applica- 
tion software base into four five sub- 
communities (the different strategic op- 
erating systems) not only costs IBM and 
its customers money, but also limits 
IBM’s clout the third-party software 
community. Firms like Lotus Develop- 
ment Corp. and Ashton-Tate Corp., for 
example, look the IBM customer base 
only those who own PCs; writing ap- 


plication for IBM’s System/3X base 


ery bit large effort writing for an- 
other vendor’s installed base. 

software companies like Lotus and 
Ashton-Tate well Management 
Science America, Inc., McCormack 
Dodge Corp. and Cullinet Software, Inc. 
could market essentially the same ver- 
sions package all IBM customers, 
would even more attractive write 
for IBM systems than now. This pos- 
sibility will become more important 
Unix and Digital Equipment Corp.’s VMS 
increasingly challenge IBM’s hold the 
third-party software community. 

The idealized result SAA that, 
putting IBM-standard set SAA ser- 
vices (and interfaces those services) 
within VM, MVS, and OS/2, these 
very different operating systems will look 
virtually identical the three important 
entities that interface with IBM’s sys- 
tems, which follows: 

Application programmers using the 
standard SAA programming tools. 

Applications for the same 
compilers and data base management sys- 
tems that recognize SQL calls. 

Users interfacing with SAA applications 
that are identical all four operating sys- 
tem environments. 


Hurdles SAA 

IBM able make the SAA services 
and interfaces identical within all four op- 
erating systems gargantuan feat co- 
ordination), and application program- 
mers develop strictly with SAA tools 
(another very big the underlying op- 
erating system and hardware would 
rendered irrelevant application pro- 
grammers, applications and users. They 
would -be operating “SAA environ- 
ment,” not MVS OS/2. 

While SAA sounds like terrific plan, 
will not implemented without IBM 
overcoming several major obstacles. The 
biggest challenges involve the following: 

Technical issues (providing true porta- 
bility). 

Third-party cooperation (users and in- 
dependent software developers). 

Alternative schemes for application por- 
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tability (Unix, for example). 

fourth issue timing. How success- 
ful IBM will with its SAA approach de- 
pends great extent how quickly 
can overcome the three challenges above. 
succeed that is, establish SAA 
major IBM and third-party software en- 
vironment, reflected large portfolio 
SAA applications IBM must demon- 
strate the technical viability SAA with- 
SAA package. 


Delivering the promise 

The biggest question about SAA is: Can 
IBM deliver its promise application 
portability? This question less about the 
basic concept SAA than about IBM’s 
ability coordinate the different systems 
software teams responsible for VM, 
MVS, OS/2 and the yet-to-be-announced 
operating systems. The challenge 
ensure that each development team 


building the same SAA interfaces. 


promotes SAA, IBM must also 
face the fact that asking customers 
and third-party software vendors avoid 
writing below SAA the operating sys- 
tem level even though that means giv- 
ing performance. (See story left.) 

very likely that the acceptance 
SAA programming environment 
IBM shops will high, once customers 
are convinced SAA can deliver its por- 
tability promise. This leads the next 
question: When will SAA products (appli- 
cations that have been written SAA in- 
terfaces with SAA tools) delivered? 

Right now, SAA merely plan. This 
month and last, became more clearly 
defined plan with the release most 
the programmers’ reference manuals for 
the SAA interfaces. During the next year, 
IBM must release products such com- 
pilers that actually embody the SAA inter- 
faces that full SAA programming ef- 
forts may begin. With those preliminary 
steps accomplished, IBM, selected soft- 
ware vendors like Lotus, the rest the 
software vendor community and custom- 
ers will slowly begin bring SAA applica- 
tions from plan reality. 

The first developer iikely bring 
SAA application market will IBM it- 
self. When? The answer lies Milford, 
Conn., IBM’s new Application Systems 
Division (ASD). 

ASD, IBM is, among other things, 
developing the next generation its of- 
fice automation software. This new 
group products will replace and/or mi- 
grate from IBM’s Professional Office Sys- 
tem, Personal Services and several other 
current IBM office products. 

The goal develop single group 
office products using SAA that run 
PS/2s, 3Xs and 370s. This development 
team will truly put SAA the test; they 
are writing the new office software 
PS/2. SAA does not allow that code 
also run ona and the ASD devel- 
opers will certainly the first know. 

The ASD developers are targeting 
1989 the introduction point for the new 
software between one and two years 
from now. It’s important remember 
that schedules slip easily software 
development time frames; the new soft- 
ware could conceivably delayed until 
1990. That the time period which 
IBM which has known about SAA for 
roughly two years will deliver its first 
live SAA code. 

When will other software companies 
introduce SAA applications? least one 
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new 9370 opens whole new realm 
computing possibilities for your organization. 
gives the power mainframe the depart- 
the personnel main- 
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But, with over million possible 
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independent firm Lotus may 
close IBM announcing SAA prod- 
uct. 

Lotus select vendor, having been 
given access SAA information before 
SAA was even announced. There good 
reason for this move: Lotus partner 
with IBM the development IBM’s 
new office software. Lotus’s 1-2-3 the 
spreadsheet IBM will incorporate into its 
office system. Earlier this year, Lotus re- 
ferred its project develop version 
1-2-3 that runs IBM mainframes 
2-3/M.” Presumably, Lotus’s project 
based writing 1-2-3 IBM’s SAA in- 
terfaces. 

Word from within Lotus that may 
beat market with its spreadsheet; 
that is, 1-2-3/M (and likely, 1-2-3/3X) 
could introduced the 1988-1989 
time frame. 

Lotus not the only IBM partner 
SAA. Microsoft Corp. playing role 
the development the SAA Presentation 
Manager. One the components the 
Presentation Manager, windowing, 
based Microsoft’s Windows. Indeed, 
Microsoft participating with IBM the 
development the Presentation Manag- 
component OS/2, which will conform 
SAA. would not surprising see 
Microsoft one the first software ven- 
dors jump the SAA bandwagon with 
Lotus. 

Software companies that not have 
joint development relationship with IBM 
will unable begin developing SAA 
applications until the SAA reference man- 
uals and tools become generally available. 
The first such software companies will 


VIEWS SAA 


Various types users work with different levels Systems Application 
Architecture (SAA) 


Application 
programmer 


Application interfaces 


* IBM's yet-to-be-announced hybrid System/36 and 38 processor 
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likely come market with SAA products 
the 1990-1991 time frame. 

IBM customers may more inclined 
than software vendors make SAA’s 
performance-for-portability trade-off, but 
they will not until vendor has dem- 
onstrated that SAA more than vapor- 
ware. Therefore, likely that custom- 
ers will wait until IBM Lotus 
introduces the first working SAA applica- 
tions before they begin play with it. Be- 
ginning development SAA applications 


1989-1990, early customers will 
ready run SAA code the 1991-1992 
time frame. 

inevitable that some will quarrel 
that this time schedule either too opti- 
mistic too aggressive. The most impor- 
tant point, however, that regardless 
when the first SAA applications arrive 
from IBM other vendors and custom- 
ers, will take four seven years before 
rich portfolio SAA applica- 
tions becomes available. 


The benefits and third- 
party software companies, SAA works, 
are obvious and potentially enormous. 
The risks are perhaps less obvious but ev- 
ery bit great. 

The following are suggestions for how 
respond SAA during the next several 
years, while more spirit than sub- 
stance: 

While SAA should perhaps consid- 
eration customer’s 5-year plan, 
should absolutely not dominant factor 
hardware software decisions being 
made inthe next year two. 

While customers should always favor 
hardware-independent solutions whenev- 
deciding which standards 
invest in, and when, will not completely 
without risk for years. hedge, cus- 
tomers should invest (or program to) 
only those interfaces that are the inter- 
section SAA and Unix (for example, 
the intersection SAA Unix and 
international standards (like ANSI SQL). 
Software vendors and their customers 
need recognize that SAA will radically 
change the competitive landscape the 
software market. The application porta- 
bility SAA will mean that traditional 
large system vendors like M&D, Cullinet, 
MSA and Hogan Systems, Inc. will now 
direct competition with software 
vendors like Lotus, Microsoft and Ash- 
ton-Tate. Blood will spilled. 

The best advice for the next few years 
Watch for whether IBM 
its 1989 target for release SAA office 
software. Watch for how quickly IBM 
partners like Lotus and Hogan come 
market with their SAA packages. Watch 
for how big performance penalty there 
is, any, for writing the SAA inter- 
faces. Watch how the rest the indepen- 
dent software community reacts SAA. 


application independence from specific hard- 

One several major differences between 

Unix and SAA the moment their approach appli- 

cation independence. Unix attempts provide hard- 

ware independence for applications tying applica- 
tions into operating system that available, 
variations, wide variety hardware platforms. 

SAA strives provide applications with independence 

from hardware and operating systems; the applications 

environment isolated from the operating system. 

One the benefits the Unix approach that 
tying the more closely the operating sys- 
tem, the developer presumably avoids any perfor- 
mance penalty having write strictly high-level 
interfaces. The bad news that standardizing the op- 
erating system might limit computer companies’ free- 
dom incorporate unique functions into their sys- 
Tandem Computers, Inc.’s Guardian 
operating system, for example. 

Another important difference between SAA and 
Unix that SAA interfaces are currently scheduled 
available for IBM systems only, whereas various 
vors Unix are available for almost every major ven- 
dor’s systems, 

When large portfolio third-party SAA applica- 
tions becomes available, four seven years, com- 
puter other than IBM might opt in- 
corporate SAA interfaces (which are published) into 
their proprietary operating systems. This would give 
them access SAA applications. The question for 
these vendors will this: Does offering support for 
SAA provide any benefits beyond those offering 


THE UNIX SAA 


port for Unix? The answer depends whether main- 
taining proprietary operating system gives enough 
proprietary edge those vendors. 


planned, SAA interfaces would give vendors 


cess applications without making them abandon 
their proprietary operating systems. Unix does not 
currently allow this. 

The situation might change, however, the at- 
tempt provide standard applications environment 
for Unix results SAA-like environment that in- 
dependent Unix. SAA provides standard applica- 
tions development environment for IBM’s major oper- 
ating systems; Unix currently does not. This 
shortcoming being addressed X/Open, interna- 
tional consortium computer companies attempting 
develop open, international applications environ- 
ment for Unix. 

X/Open succeeds creating SAA-like applica- 
tions environment, may well turn out that the Unix 
applications environment does not require Unix under- 
neath it. this the case, the ditemma that some com- 
puter companies now face wanting access large 
body third-party applications while maintaining 
proprietary operating system will away. Ven- 
dors will able incorporate X/Open applications in- 
terfaces their operating systems without having 
support Unix, 

intriguing element this issue that the 
Open group IBM’s SAA Presentation 
Manager the X/Open presentation manager. This 
raises the possibility that SAA and X/Open will share 
many elements. The most interesting scenario that, 
over time, they could converge. 

This possibility seems improbable now, since there 
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love lost between IBM and the X/Open consor- 
tium. There are parallels, however, with rela- 
tionship with the International Standards Organization 
and its Open Systems Interconnect (OSI) networking 
standards. For many years, IBM’s Systems Network 
Architecture (SNA) and OSI were positioned rivals. 
Now, some elements SNA have been incorporated 
into OSI, and IBM has stated its intent make SNA 
more 

All told, the competition betweeen SAA and Unix 
sizes follows: 
For the near term, Unix will SAA’s closest philo- 
sophical rival that the two share the goal system 
independence for applications. 
Mid-size computer companies seeking rich supply 
applications software look first Unix, but 
the long term, they will have the option implement 
SAA interfaces well. 
During the next several years, IBM will attempt 
companies into the SAA fold, ostensibly 
the expense Unix. 
the early 1990s, the real battle for attracting the 
attention and investment third-party software 
houses may well between SAA and the X/Open envi- 
ronment not between SAA and Unix. 
X/Open and SAA might share many common ele- 
ments; even conceivable that they will eventually 
converge. 
While SAA and X/Open show the potential take 
center stage the software wars the 1990s, they 
both have long way before they can consid- 
ered significant market Today, they are little 
more than vaporware. 
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Anderson & Lembke 


What were bebind impossible demands? 


you may have read about “The analyst who knew too much” 
and the problems caused his company. 
can still send you copy that case story you missed it. (Just 
give call). But today, like share with you the story another 
Fortune 500 company and the headaches that the CFO there caused for 


MIS executives. 


story well worth reading. will help you answer questions 
your CFO will probably ask you. could save your company money. 
And, you are like the MIS executive this story, you may turn out 


hero. 


You will also learn about new advanced financial software product 
called FASTAR, which was developed Corporate Class Software, sub- 
sidiary founded the billion Celanese Corporation. 


Here’s what happened. 


The new CFO billion-plus con- 
sumer products company had reputa- 
tion for toughness that the MIS director 
soon learned was well deserved. 

Within weeks after taking command, 
the CFO made his demands known. 
wanted five years data available for 
each division and each product 
from three years. wanted faster 
reports and faster analysis from his staff. 
And wanted MIS arrange for all 
this “as soon possible” 

There was only one problem. And 
the MIS executive knew it. What the CFO 
wanted was simply impossible well 
without fourth generation language solu- 
tion. And the MIS executive had enough 
experience know what fourth gener- 
ation language solution would mean. 


OUBLE, TROUBLE, TROUBLE. 
There would hours and hours 
expensive programming and mainte- 
nance support 4GL solution. And 
financial analysts still would not able 
work readily with their PC-based 
spreadsheets. 


complicate matters further, differ- 
ent parts the existing system kept the 
same financial data different formats. 
The cost maintaining redundant data 
that could not easily shared ana- 
lysts was running higher and higher. 

team MIS executives and finan- 
cial support personnel soon came 
grim conclusion: Several months would 
needed meet the demands. 
And the maintenance problem would 
grow and grow. 

What would you have done their 


position? one observer put it: 


knew they had major problem 
their hands:’ 


DRAMATIC DISCOVERY. 


The solution came from company 
called Corporate Class Software. 

“The executives MIS didn’t believe 
recalls one Corporate Class 
executive. “And can’t blame them. 
What had produced seem 

The company had developed prod- 
uct called Application 


Solution Analysis and 
was the first packaged solution 
advanced financial applications. 

fourth generation languages were 
needed perform financial applica- 
tions. macros were necessary. And 
all data could loaded onto Lotus 
1-2-3 spreadsheets for work there. (Yes, 
skeptical too. find out 
how all this was done minute.) 

When the decision was made test 
FASTAR, the entire system was set 
within week and loaded with divi- 
sion’s worth data. Now, when ana- 
lyst compared the cost product over 
five years, took only minutes, instead 
entire day. 

more, the CFO now had the 
flexibility assign new divisions and 
product lines his analysts without tak- 
ing the time reprogram the system. 
FASTAR was built expand horizontally 
(for companies) and vertically (for 


products). 
How could all this done? 


THE PRODUCT THAT ALMOST DEFIES 
DESCRIPTION. 


FASTAR acts bridge between PCs 
and mainframe financial production 
systems, such the general ledger. 
ready-made solution for advanced finan- 
cial applications that organizes data the 
same way that analysts are used 
working with financial schedule 
(income statements, etc.), organiza- 
tion entity (divisions, etc.), period 
(day, week, month, etc.) and type 
(any fourth type data you choose 
such actual, budget forecast). 


INTERNALLY 
DEVELOPED 


PACKAGED 
SOLUTION 


MSA 


McCORMACK 
& DODGE 


SOFTWARE 
INTERNATIONAL 


BASIC 
APPLICATIONS 


ADVANCED 
APPLICATIONS 


FASTAR is not a tool, but a ready-made solution for 
advanced financial applications, including financial 
consolidation and management reporting. 


With the proper clearances, analysts 
can access financial information from 
any financial schedule for any company 
the corporate structure. And they can 
consolidate and analyze that information 
without hoc programming. (Our 
powerful analysis package built in, 
there’s fourth generation language 
macros programming needed. Even ana- 
lysts who are computer illiterate can 
derive the same benefits from FASTAR 
anyone else.) 

result, analysts report more 


quickly, consolidate more accurately, 


and analyze more frequently. 

One company found, for example, 
that year-end reports that used 
available early April, just prior the 
annual meeting with shareholders, were 
now ready February. And consolida- 


FASTAR is a trademark of Corporat: Class Software. inc /Lous |-2-3 1s a registered trademark of Lows Development Corp 
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tions that used take two three days 
now took hours—with more accurate 
content. (One way that we’ve made con- 


AND MANAGEMENT REPORTS 

QUALITY INDEX" OF MANAGEMENT 
INFORMATION AND ANALYSES 


FASTAR is the packaged solution to advanced financial 


applications that can provide quantitative and qualita- 


tive improvements in your company’s financial 
analyses. 


solidations more accurate through 
rigorous system data checks that 
automatically check data integrity.) 


BRING THE NUMBERS BACK WHERE 
THEY BELONG. 


FASTAR also addresses the critical issue 
data integrity and control. 

Because FASTAR takes all program- 
ming off the spreadsheet, there are 
undocumented programs cause costly 
mistakes. (One analyst another com- 
pany had written 1,000 line macros 
program before management pulled the 
was the analyst who knew too 
much. 


FASTAR also eliminates the need for 
passing data back and forth pieces 
paper arid having secretaries analysts 
type them into spreadsheets. This 
reduces the number potentially dan- 
gerous errors that can occur. 

And, perhaps most importantly, 
because all financial information 
stored data base, MIS exec- 
utives regain control critical data. 

You also protect your company’s 
investment. FASTAR accepts data from 
fourth generation language products 
and database management systems, 
well microcomputer applications. 
(None the companies using FASTAR 
needed more than three days adapt 
the program their corporate needs.) 

the final analysis, MIS executives 
show themselves strategic thinkers 
giving analysts tool more 
productive. (Did you know that one 
company found percent 
time spent just looking 
for data?) 


TALK 


You can see why financial professionals 
are interested FASTAR. And why the 
chief financial officer billion 
company would put his reputation 
the line become chairman our 
board directors. 

like more information about 
FASTAR call 212-719-8209. 


CORPORATE CLASS 
™ S O F TWA INC 
1211 Avenue the Americas, 23rd floor 


New York, NY 10036 (212) 719-8209 
A subsidiary of Hoechst Celanese Corporation. - 
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MISSING 
FROM THE 9370 


Some are ordering the hundreds; 
others are assessing thetr one evaluation unit 


year after its debut, IBM’s 9370 

remains something mystery 

box MIS managers, who are 

still trying figure out how 
whether will mesh with their compa- 
nies’ computing strategies. 

While some companies are reportedly 
ordering 9370s the hundreds, other 
firms have not gone beyond the first evalu- 
ation unit. one manager put it: see 
the 9370 future direction. can see 
using here and there, but have not 

IBM has been clear enough about the 
various roles wants the 9370 play. 
Slated key component IBM’s 
three-tiered distributed computing archi- 
tecture, the mid-range system will act 
the liaison between the vendor’s tradition- 
Systems Network Architecture (SNA)- 
based mainframe hierarchy one hand 
and networks IBM Personal Computers 
and Personal System/2s the other. 

Within that framework, the 9370 de- 
signed function wide range roles: 
communications gateway, local-area 
network (LAN) server, data base ma- 
chine, network management node and liai- 
son other vendors’ systems. 

But order fulfill these demanding 


Horwitt is a Computerworld senior editor, networking. 
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and often interdependent roles, the 9370 
needs sophisticated data access and dis- 
tributed networking capabilities that its 
parent just beginning announce, let 
alone deliver. Time and patience are 
therefore necessary commodities for com- 
panies that want design their distribut- 
computing strategies around the 9370 

and IBM’s evolving peer-to-peer SNA. 
IBM, well aware this need, has let 
loose deluge communications and data 
management announcements the grace 
Continued next page 
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MISSING 
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period between the system’s an- 
nouncement, fall 1986, and 
the first shipments, this past Au- 
gust. 

Some these new products 
and features were meant in- 
crease the viability one 
another its roles; others 


were designed add flexibility 
and power the peer-to-peer 
SNA framework which the 
system will operate. 

Last June, for example, 
announced SNA support for the 
PU2.1 peer-to-peer networking 
protocol, version the 
Netview network management 
system and VTAM support for 
the LU6.2 peer-to-peer soft- 
ware protocol under the op- 


erating system. 

Some IBM customers have 
shown themselves willing buy 
9370 futures they have the 
vendor’s assurance that the spe- 
cific capabilities they want are 
finite number months away. 
Others, however, have 
pressed frustration that certain 
elements IBM’s distributed 
networking and data base archi- 
tecture are missing, incomplete 
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EXTEND/VSE 


reaks Lockfile 


aking function faster. 


provides efficient way 
across VSE machines 

System throughput. This 
system upgrades! 


and requires 


strong vendor 


years 
oduct 


obtainable only through prod- 
ucts that IBM likely aban- 
don change radically the 
next year so. 


Communications gateway 

From its inception, the 9370 has 
incorporated communications 
hardware features that make 
easier than was with the ma- 
chine’s predecessors support 
wide variety communica- 


Toolkit. 


the power VSE 
previously associated with 


newest addition 


1 4 gre at software 


st rasp pectto 


tions protocols. 

Built into the 9370 com- 
munications processor that sup- 
ports several communications 
subsystems. 

This modular design allows 
users mix and match commu- 
nications protocols including 
several non-IBM protocols 
simply switching adapter 
boards. 


For example, the telecom- 
munications subsystem supports 
synchronous data link control 
(SDLC), bisynchronous, asyn- 
chronous X.25 adapter cards. 
The LAN subsystem supports 
both IBM Token-Ring and IEEE 


SOME IBM cus- 
tomers have 
shown them- 
selves willing 
buy 9370 futures 
they have the 
vendor’s assur- 
ance that the spe- 
they want 
finite number 
months away. 


While IBM 4300 mainframes 
offer similar product, called the 
Integrated Communications 
Adapter, option, they “do 
not provide the same flexibility 
picking exactly what [commu- 
nications you want, 
and they don’t have integrated 
Token-Ring, ASCII Ethernet 
connections,” says Lon McCau- 
ley, consulting marketing sup- 
port representative IBM. For 
example, Ethernet interface 
can substituted for Token- 
Ring interface, group AS- 
CII ports can replaced 
SDLC X.25 telecommunica- 
tions link. 

The communications subsys- 
tems also make easier cost- 
justify 9370 departmental 
processor for multiple small re- 
mote sites and LANs, since they 
eliminate the need install 
expensive 3725 3720 front- 
end processor. 

The remote network- 
ing features are also designed 
fit the budgets small sites that 
cannot dedicated 
links the corporate data cen- 
ter. The mid-range processor 
the first 370-like system able 
access SNA network through 
either multidrop dial-up lines. 

And unlike 370 hosts, the 
9370 can hook X.25 
packet-switching network di- 
rectly through the telecommuni- 
cations subsystem, rather than 
through front-end processor. 

“Some clients are build- 
ing X.25 networks [of 9370s] 
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that handle DEC, Data General, and 
weird third-party equipment,” says 
Frank Dzubeck, president the 
Washington, D.C., consulting firm 
Communications Network Archi- 
tects, Inc. 9370 can handle all 
the asynchronous stuff the 

time handles IBM bisynch- 
ronous and SDLC traffic, you can 
[use electronic mail system], 
offloading from the mainframe 
where has been eating cycles 
and storage.” 


Operatorless office node 

The vice-president one financial 
institution spoke for many users re- 
cently when said, you 
need one expert solve problem 
ona DEC system, you need four ex- 
perts for IBM system.” IBM last 
June announced several products 
designed dispel this common user 
impression and make the 9370 
formidable competitor against Digi- 
tal Equipment Corp. the office 
system market. 

IBM began introducing new ver- 
sion VM, called VM/IS, that said 
make installation and problem manage- 
ment far easier for 9370 users. her role 
host for the June announcements, 
Ellen Hancock, president IBM’s Com- 
munications Products Division, said 
9370 VM/IS system can installed 
less than half day. 

IBM also announced enhanced 
Netview, version IBM’s network 
management system that allows the 9370 
collect network alerts and other diag- 
nostic data from local network and 
upload automatically central 370 
running full-featured Netview. Net- 
view also eliminates majority rou- 
tine operator tasks” that exist 370, 
Hancock said. 

Once the system installed, remote 
management and configuration can 
performed the 9370’s Netview Ver- 
sion interacting with Netview re- 
mote 370 host. 9370 running Netview 
can preprogrammed respond auto- 


9370 
subsystem 
Telecommunications 


IBM’s 9370 SOFTWARE 
The company’s 9370 subsystems work with some, but not all, 
environments 


! Transmission Control Protocol/Internet Protocol 


INFORMATION PROVIDED BY IBM 


matically messages receives from the 
local network; for example, alarms when 
network traffic error rates pass pre- 
set limit when local terminal 
work interface fails. 

Alternatively, Netview can pass 
messages the central host for stor- 
age, analysis human intervention. Net- 
view collects network alerts from 
IBM Token-Ring interacting with the 
LAN Manager through Netview/PC. 

should noted, however, that IBM 
provides little the way packaged ap- 
plications that collect and process specific 
types network data through the 9370. 
the in-house programmer’s responsi- 
bility develop them, using IBM Com- 
mand-Lists. 


Network server 

9370 running Netview can initial- 
ized, started turned off from re- 
mote system and will announce its pres- 
ence the network remote host 
soon turned on. 


USERS. 


EXPLOIT THE POWER 


VMSQL/REPORT 


A sophisticated SQL/DS report writer for complex 
reports such as invoices, form letters, mailing labels 


and more. 
VMSQL/EDIT 


The full-function table editor that provides full-screen 
editing for multiple rows of data from multiple tables 
now comes with full data validation, cursor-based 
screen painting, improved full-screen query and more. 
Call 800-562-7100 to save on these SQL/DS 


power tools. 


Now for a limited time we're offering special pricing 
on all VMSQL products. 


APPLIED RELATIONAL TECHNOLOGY 


A Division of VM Software, Inc., 1800 Alexander Bell Dr., 
Reston, VA 22091 (703) 264-8000 
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Operating 


Once the 9370 
installed and Net- 
view utilities are 
place ensure the 
continued operation 
its network, the 
question arises 
how local worksta- 
tions will able 
access the depart- 
mental 
not only local 
server but also 
liaison resources 
the corporate 
network. 

IBM provides 
variety ways for 
workstations 
LAN communi- 
cate with 9370. 
IBM PCs emulating 
3270 terminals can 
access data, applica- 
tions and peripherals 
and MVS/XA 
hosts using IBM’s 
Enhanced Connectivity Facility. PCs, 
PS/2s and non-IBM workstations can ac- 
cess data, applications and peripherals 
9370-based LAN server through two 
different peer-to-peer networking proto- 


Stop software 


cols: IBM’s LU6.2 and the facto 
networking standard, Transmission Con- 
trol Protocol/Internet Protocol (TCP/IP). 

While IBM may support TCP/IP and 
Ethernet concession manufactur- 
ing, engineering and research and devel- 
opment firms that use the protocols ex- 
tensively, LU6.2 clearly the vendor’s 
preferred access method for its main- 
stream systems, including the 9370. 
Most major computer vendors now sup- 
port IBM’s peer-to-peer protocol, and 
some IBM shops are standardizing around 
LU6.2 way link all their comput- 
ers not just IBM’s. This summer, IBM 
opened the way between the 9370 and 
other LU6.2 devices announcing 
VTAM support for the protocol. MVS and 
VSE support was announced well. 


Distributed data base node 
the 9370’s connectivity architecture 
versatile, its data access scheme remains 
muddy, reflecting general confusion 
IBM’s distributed data base strategy. 
The vendor has hinted the coming 
uniform software architecture that will 
allow data base subsets reside what- 
ever system best suits given application 
user environment, which could the 
9370, 370, PS/2, System/36 whatever 
Continued next page 


== 


rises. 


Start testing with TRAPS: 


Somehow, little programming change can take monstrous 
proportions not careful. undetected error can 
make program look like different animal 


That’s why developed TRAPS (Testing/Recording and 
Playback System) detect unwanted surprises your software 
before they cause trouble for your users. 


With TRAPS, you can build and maintain test cases multiple 
on-line environments—from CICS and TSO IMS and DB2. 
TRAPS captures keystrokes and screens and provides consistent, 
repeatable playback test scripts. And since TRAPS runs 
personal computer, you conserve host resources and bypass the 
installation and scheduling roadblocks mainframe testing tools. 


When you test with TRAPS, you get high-quality product the 
first time around. And you leave users the dark with 


unexpected suprises. 


For more information TRAPS our other innovative software 
products, contact TRAVTECH (203) 277-9595. 
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the customer chooses. 

distributed relational data base man- 
agement system, Star, reportedly 
the works, but its introduction date re- 
mains hypothetical. Meanwhile, IBM has 
announced number data management 
and data access products whose part 
IBM’s future distributed architecture re- 
mains unclear. 

sense that IBM has become 
much more open about what wants 
do, filling the pieces its SNA and SAA 
[Systems Application Architecture] and 
even tying them together,” says Michael 
Radick, director planning and develop- 
ment for the New York State Department 
Education. 

The department evaluating the 
9370 departmental processor for dis- 
trict buildings and libraries around the 
state but still trying get handle 
“all the recent changes IBM has made 
SNA and all the pieces that are still 
floating around,” Radick says. 

The following are among the more im- 
portant pieces: 

Distributed Data Manager (DDM) 
product that lays out uniform specifi- 
cations for software that would provide 
data access across multiple systems while 
taking care incompatibilities among dis- 
parate IBM data base management struc- 
tures, storage systems and communica- 
tions protocols. DDM supports LU6.2 but 


4D 


does not yet bear the SAA stamp ap- 
proval, which would assure its place 
IBM’s mainstream distributed DBMS ar- 
chitecture. 

Currently, DDM does not provide the 
same capabilities for all IBM systems. 


recommend that its clients install TSAF 
because, Dzubeck says, the software will 
not become part IBM’s DDM architec- 
ture. 

are looking for DDM the to- 
tal solution the future” when comes 


IBM 370s, and there- providing users with 
vendor’s Customer In- ifferent-size 
formation Control Sys- “IBM has become hosts, says. 
their applications and 9370 inthe 
data can accessible absence complete 
other systems) but wants do, DDM product. IBM will 
access other systems’ SNA and SAA 
resources. IBM PCs Enhan onnec- 
even tying tivity Facility (ECF) 
get and source nodes. ers access applica- 
Shoehorning the EDUCATION tions, files 


9370 into traditional 
hierarchical setup pre- 
vents users from set- 
ting DDM-based distributed system 
which data requests are passed back 
and forth among multiple 9370s. 

Transparent Services Access Facil- 
ity (TSAF) allows CMS applications 
access remote resources (SQL data 
bases, for example) across cluster 
eight 9370s. While IBM recently pro- 
vided SNA LU6.2 support for TSAF, 
not yet part SAA. Communications 
Network Architects does not currently 
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pherals 370 hosts. 
Although IBM has not 
yet implemented full 
SNA LU6.2 support for ECF, has indi- 
cated its intention selected en- 
vironments. ECF was recently made 
part SAA. IBM working ways 
connect ECF with DDM, spokesman 
indicates. 

Peer-to-Peer Network 
(APPN), like provides way for 
user access data across multiple de- 
partmental processors this case Sys- 
tem/36s. However, APPN not limited 


eight nodes TSAF is. Moreover, 
APPN provides some network resource 
management tools that are lacking 
TSAF and IBM’s traditional SNA 
networking scheme. 

APPN’s directory feature keeps track 
computing, data, peripheral and work- 
station resources across multiple Sys- 
tem/36s that user query sent one 
System/36 can get routed from one sys- 
tem another until gets the right 
node. System/36s running APPN com- 
municate with oné another regularly. 
This allows them update directories 
resources and nodes are added, deleted 
and altered and reroute queries around 
failed links. 

While APPN currently provides these 
capabilities for System/36s only, IBM 
clearly recognizes that certain APPN fea- 
tures, such nodal self-definition and dy- 
namic reconfiguration topological and 
directory flows, are key components 
distributed computing system. 

The vendor currently learning about 
user needs these areas from its APPN 
sites, according Donald Haile, director 
business and systems management 
IBM’s programming laboratory Ra- 
leigh, N.C. 

Whether not IBM decides provide 
9370 distributed networking capabilities 
through either APPN similar 
product the system will need peer-to- 
peer networking capabilities. Conspicu- 
ous its absence right now direct 
9370 support for PU2.1. Last June, IBM 
announced PU2.1 support for 3725 and 
3720 front-end processors, opening the 
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way for 9370s equipped with front-end 
processors act pass-through nodes 
for PU2.1 devices. The 9370’s Integrat- 
Communications Adapter still cannot 
support PU2.1 communications. 

Additionally, the 9370’s tendency 
behave like 370 that is, entire 
SNA subarea prevents users from link- 
ing more than 255 9370s SNA net- 
work. This problem for customers like 
the New York State Department Edu- 
cation, which thinking about network- 
ing several hundred 9370s. 

IBM’s way around the problem 
use SNA Network Interconnection link 
multiple SNA networks. This would allow 


9370s without affecting the SNA back- 
bone network, IBM says. Some users and 
consultants have said that SNA Network 
Interconnection inefficient 
when there frequent communication 
between nodes disparate networks. 

IBM announced dynamic SNA net- 
work reconfiguration, the ability add 
delete SNA devices without having 
take the entire network down. But that 
will only available through two cur- 
rently unavailable products: the new ver- 
sion ACF/VTAM, announced last June 
and scheduled for shipping the second 
half this year, and new substantial- 
revised Network Control Program, 
which has not yet been officially an- 
nounced but will introduced time 
make the ACF/VTAM deadline, IBM 
says. The revised Network Control Pro- 
gram also needed support PU2.1 
IBM front-end processors. 


hile some its major competitors are racing in- 
stall new IBM distributed computing products 
soon they appear, Alliance Cos. has taken 
wait-and-see attitude toward the vendor’s new 
three-tier architecture. 

Eventually, the Hartford, Conn.-based insurance group 
hopes install 9370s throughout its agencies network 
server and communications gateway corporate hosts. But 
right now, the firm cannot cost-justify minicom- 
puter between the and the mainframe, despite the fact 
that peer companies are doing says Thomas Murray Jr., 
assistant vice-president data processing. 

Alliance planning during the next year install IBM 
Personal Computer local-area networks (LAN) and servers 
from Banyan Systems, Inc. short-term solution for agen- 
cies that want share data and peripherals. Meanwhile, the 
firm will evaluate one two 9370 installations from techni- 
cal point view and explore various distributed applications 
that might justify wider implementation, Murray says. 

The firm envisions using 9370s variety roles. 
servers, they would provide networked personal computers 
with file, application and peripheral sharing via IBM’s En- 
hanced Connectivity Facility. The departmental processor 
would also give PCs access Professional Office System 
(Profs) services, including corporate electronic mail net- 
work. document distribution very important 
way stop moving paper and disks between desks,” 
Murray says. 

Later, Alliance plans use 9370s local processors 
for the Applied Data Research, Inc. (ADR) Datacom/DB data 
base management system, which recently became Alli- 
ance’s standard DBMS. can have shared data base 


You need Telex control unit. 


TRYING THE THREE-TIER STRATEGY 


LAN server, but LAN-based DBMSs, while they have 
made great strides, don’t yet equal mini DBMSs,” Murray 
says. Currently, the company uses Datacom/DB its MVS 
systems and waiting for ADR port the software 
order mesh the DBMS package with Profs. 

makes its 9370 plans, Alliance keeping mind 
that LAN servers, particularly IBM’s Personal System/2 
workstations, may become least functional minicom- 
puters distributed processing environment. 

not sure LANs won’t develop fast,” Murray says, 
take chunk the mainframe data base down the 
agency, refresh the server and even have updates 
come back. Even DEC and Wang minis can this among 
themselves but not with IBM host.” 

The company chose the 9370 after looking Digital 
Equipment Corp., Wang Laboratories, Inc. and Data General 
Corp. departmental processing solutions. “It satisfies our 
communications and PC-to-host connectivity says di- 
rector Bill Burrows. 

Although Alliance was impressed with DEC’s All-In-1 
office automation system, the company was put off the ne- 
cessity setting Systems Network Architecture gate- 
ways between IBM hosts and DEC systems. are IBM 
Murray says. suggested that distribute our 
mainframe software their systems, but could find 
one our company champion the migration years 
on-line application development [on IBM 

While Alliance considering distributed computing 
approach, DEC would force all once,” 
Murray says. contrast, the 9370 will allow the firm dis- 
tribute applications gradually. 

ELISABETH HORWITT 


Control the variables and enhance 
the power your 3270 network. 


Your 3270 environment changing, 
encompassing intelligent well non- 
intelligent devices. achieve the degree 
connectivity and enhanced capabilities 
you need, you’ve got have control 
unit that’s more powerful and flexible. 


capability low-end IBM and com- 
patible terminals. 

Compatibility, flexibility and capability 
these are the hallmarks Telex con- 
trol unit. Telex helps you protect your 
past investment hardware while you 
evolve with the new 3270 technologies. 


With Telex controller, you can con- 
nect LANs, ASCII hosts and devices, 
3270 products, intelligent work- 
stations and more. 
You can even add 
windowing and 


For more information about controlling 
the variables your 3270 network, call 
Telex. USA:1-800-331-2623, ext.4530 
1-918-624-4530). CAN- 
WORLD TRADE: 
1-617-769-8000. 


TELEX. 
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THE REAL VAX KILLER 


ROBERT COOK 


has VAX killer, but it’s not the 
9370. The real VAX killer the 370 
architecture, providing compatibil- 
ity between machines and software 
all levels the organization. 

The new 9370 Information System 


getting the attention generally associated 
with new IBM machines. IBM calling 
the “superminimainframe,” while the 
press and others are taking bolder ap- 
proach, with labels ranging from the 
“mainframe file cabinet” the oft- 
repeated killer.” 

The 9370 was the missing link what 


uted processing, which, combination 
with the operating system, repre- 
sents new and clearly articulated strate- 
gic direction for IBM. 


Just how ‘operatorless’ are they? 

This approach will significantly affect cor- 
porate information management and its 
associated fiefdoms. Though 9370s the 
departmental setting are being positioned 
essentially the data 
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tractors for each. Automatic 


paper loading/parking saves 
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Need Waste 
Forms 

The ISI 7224 provides 
no-waste demand-document 
tear-off. Forms can have 
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Box! Just Plug 
and Print 

Fully integrated, the ISI 
7224 connects directly IBM 
3174/3274/3276 controllers 
S/3X twinaxial cable. can 
replace IBM’s 3287,3268, and 
4214 printers, plus others, 
addition the 4224. 
enhanced 4224-compatible 
control panel and two-line, 
32-character LCD make 
operation easy. 


Circle Reader Service Number 42 


Low Noise, Low 
Profile, Low Price 
The ISI 7224 prints 53.7 
dBA quieter than the 4224. 
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center must play key role implemen- 
tation. 

The data center essentially the arm 
the MIS department that serves the 
keeper the hardware, which tradition- 
ally has meant large mainframe from 
which resources were doled out com- 
peting groups users. 

While having squeeze the last drop 
horsepower servicing the dynamic 
needs the organization has been 
easy task, has brought the data center 
some control guardian critical infor- 
mation resources. 


Work group independence 

The 9370 changes the picture. Based 
370 architecture, this mid-range machine 
important step toward distributing 


THE combined 
strengths and 
the 9370 will provide 
basts for IBM’s goal 
automating the white- 
collar worker. 


the corporate information resources 
throughout the organization. 
networked departmental 9370s, each 
work group can have its own specialized 
applications, access the corporate data 
bases and the ability share information 

machine and will take advantage the in- 
teractivity, ease-of-use and communica- 
tions capabilities that operating sys- 
tem. 

will provide the flexible umbrella 
environment required for effective re- 
source distribution. The combined 
strengths and the 9370 will pro- 
vide basis for IBM’s goal automating 
the white-collar worker. 


Gaining and losing 
Ownership implies control, and the distri- 
bution 9370s into the departments may 
implied threat the controlling role 
central MIS and the data center. 

But the control has already been lost 
non-IBM vendors many companies, and 
the 9370 will provide means for top data 
processing management regain it. 

The success the 9370 mid-range 
strategy within the organization contin- 
gent factors that include the adequate 
networking machines, appropriate 
software solutions within each depart- 
ment and the ability maintain distribut- 
9370s without adding personnel. 

and the 9370 are critical tools, but 
the data center must play coordinating 
role that the ingredients for 
success are place. 

MIS, however, must able tran- 
scend the purely technical considerations 


-and work with users make the strategy 


work. 

The corporate data usually stored 
the central mainframe, but getting 
users the departments without 
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compromising data integrity and security 
will require networking from the central 
site. will essential that the data cen- 
ter understand how coordinate this 
order ensure that organizational stan- 
dards and users’ needs are met. 
Distributed processing with 9370s re- 
duces much the demand the central 
mainframe off-loading specific applica- 
tions the individual departments them- 
selves. The accounts payable system, for 
example, goes into the finance depart- 
ment. The data center going need 
work with users groups choosing soft- 
ware that will work well 9370s while 
also fitting into the total picture the or- 
ganization’s distribution resources. 
Again, technical considerations must 
tempered the needs the users. 


CHANGING 
DIRECTION 


JAN LINDELOW 


The challenge facing information systems 
suppliers today not much adapting 
what IBM doing adapting what 
the marketplace and users are demand- 
ing. 

Decision makers and end users are re- 
alizing that the quality and efficiency 
their information systems are crucial 
their competitive success and profitabili- 
ty. This realization has started prompt 
users and suppliers build new relation- 
ships that are closer well more pro- 
ductive. 

The key for suppliers understand 
the user’s business thoroughly enough 
know how, when, where and why infor- 
mation essential his company’s suc- 
cess. 


The partnership approach 
Many suppliers, IBM and Unisys Corp. 


OWNERSHIP implies control, and the distribu- 
tion 9370s into the departments may im- 
plied threat the controlling role central MIS 

and the data center. 


major thrust IBM’s mid-range 
strategy the operatorless environment, 
with departmental machines being rela- 
tively self-maintaining, which means that 
technical staffing not required re- 
mote sites. 

The data center’s central coordination 
will critical becomes the overseer 
the machines the remote sites 


well the troubleshooter when problems 
occur. 


The missing link 
Careful planning choosing 9370 ma- 
chine sizes and software will neces- 
sary consideration maintaining overall 
efficiency. 

addition, system software with ca- 


pabilities specific the VM/9370 envi- 
ronment will provide the missing link 
the overall strategy, keeping machines 
running their optimum levels, report- 
ing overall performance statistics and ex- 
ceptions the data center and, through 
options that can tailored individual 
situations, enforcing the standards the 
data center throughout the organization. 

The 9370 will enable the efficient dis- 
tribution information resources 
throughout the organization, from the top 
down, all within the framework the 370 
architecture. True office automation has 
arrived, not surprisingly, Year 
the Customer. 


Cook is chairman and chief executive officer of VM 
Software, Inc. in Reston, Va. 


The best MIS solution for human 
resources and payroll software. 


It's aservice. 


among them, are implementing 


nership” approach that focuses serv- 
ing specific markets. 

Users are also asking for 
different kinds across range worksta- 
tions and mid-range and mainframe sys- 
tems. 

IBM trying address this request 
through providing more compatibility 
across its operating systems and through 
its Systems Application Architecture. 

Unisys also sees this need. The broad 
span continuity among the company’s 
systems allows users start with se- 
ries processor and increase the system’s 
capabilities more than 100 times with- 
out changing operating systems repro- 
gramming. 


Where the value lies 

The marketplace today appears put- 
ting the greatest value what supplier 
can help users solve specific prob- 
lems and become more competitive. 

feeling the pressure and headed toward 
solving, once and for all, the intricacies 
compatibility. 

Perhaps because IBM has for long 
been the band the head the parade, 
taking while recognize that the 
parade has changed direction. 


Lindelow is senior vice-president of Unisys Corp. 
Blue Bell, Pa. 
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Before you commit major amount 
people and money payroll and 
personnel software such ISI, 
MSA, M&D the others, 
suggest you invest small amount 
your time investigate the better 
solution, ADP. 


Service vs. Software. 


We're the service solution payroll 
and automation and 
we're lot more cost effective and 
flexible than you might think. 
Because while the cost doing 
payroll in-house may seem end 
with the cost the software, fact 
only the beginning. 


The Hidden Costs Doing Yourself. 


There's the hidden costs main- 
taining and updating your current 
system. The time your people have 
spend meeting the reporting 
needs payroll and personnel. And 
the considerable burden your 
computer and personnel resources 
for these non-strategic applications. 


Which why think you'll find 

that the most cost-efficient, flexible, 
and accurate way handle payroll 
processing and human resources 
reporting with your computers 
and personnel with 
ours. 


Integration and Flexibility. 


We're the nation’s largest personnel/ 
payroll service organization. And 
can fully integrate all human 
resources and payroll data for 


convenient access and timely re- 


porting, whether central- 
ized decentralized environment. 

All the while sparing you the hassle, 
lead time and pressures involved 

getting and keeping software 


| City 


Your Service. 


why, when comes certain 
MIS problems, the best solution 


| Name 


| Company 


| ADP client? Which services___ 
Mail to: ADP Response Center 
335 Bishop Hol 
Newtown 


service you can only get from 
National Accounts Division, which 
provides personnel/payroll services 
the Fortune 1000. 


Find out more about how our 


services can help you. 
Call 800 441-1313. 


want find out more about 
services. 


(Mr/Ms) 


Title 


Address 


State 
No. of employees this location. 
Do you use an IBM O)PCO)PC XTOIPC AT Other. 


low Road 


bring personnel and payroll together. 
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SHOPPING 


IBM will become customers 
sort software supermarket store 


STANLEY GIBSON 


July 22, tremor shook the soft- 

ware world IBM’s Application 

Systems Division (ASD) appeared. 

Four months later, that new for- 
mation still giving rise vibrations and 
aftershocks; the final shape both ASD 
and the surrounding landscape remains 
unclear. 

But few believe the software business 

“The goal develop and deliver ap- 
plication software that leverages IBM 
says ASD President Joseph 
Guglielmi. The ASD business plan calls for 
generating both software and hardware 

ASD, its name indicates, focused 
application software and does not in- 
clude operating system software, which 
still handled the various IBM hardware 
divisions. addition, IBM’s DB2 opera- 
tions remain separate entity and are not 
grouped under ASD. 

Although ASD represents reshuffling 
some previously existing units and or- 
ganizationally similar other IBM busi- 
ness groups, Guglielmi stresses that his di- 
vision organized like classical business, 
headed himself its entrepreneurial 
president. Within IBM, Guglielmi reports 


Gibson is a Computerworld senior writer. 


Edward Lucente, vice-president and 
head the Information Systems Group. 

ASD’s job see that IBM writes all 
the software can and gets others 
write what cannot. the process, IBM 
will press both itself and others stan- 
dardize software characteristics con- 
forming its Systems Application Archi- 
tecture (SAA). 

The result hoped great num- 
ber software packages that will por- 
table number different IBM proces- 
sors, thus maximizing software’s benefits 
IBM hardware sales. 

And IBM wants sell this software it- 
self greater degree than ever before, 
market that appears growing faster 
than the computer industry whole. 

selling software applications that 
have been created nurtured ASD, 
IBM will become customers sort 
software supermarket department 
store. The company will offer customers 
broad line products and the benefit 
one-stop shopping. IBM will control its 
own product line while selling the wares 
others under its own label. 

addition, will sell third-party prod- 
ucts under their own labels and will recom- 
mend still others that will sold indepen- 
dently. Success for all this software, 
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Anthony Mondello Bob Williams 


EMBA (Europe, Middle East, 


whatever its origin, will measured ac- 
cording the same yardstick growth 
and profitability, Guglielmi says. 

Centered Milford, Conn., ASD 
global aggregate six divisions, each 
headed vice-president. Two more 
group directors reporting Guglielmi 
oversee development activities Europe 
and Japan. 

Although ASD’s creation can traced 
single date, the division did not come 
into being overnight. Rather, was made 
inevitable series industry shifts and 
anumber prior moves IBM. 

May 1986, IBM entered highly un- 
usual exclusive marketing arrangement 
with Hogan Systems, Inc., major bank- 
ing software house. Earlier this year, 
agreed series cooperative efforts 
with Lotus Development Corp., including 
work 1-2-3/M, mainframe version 
Lotus’s popular personal computer 
spreadsheet program. And the introduc- 
tion IBM’s 9370 departmental proces- 
sor year ago has mandated the creation 
software library boost that ma- 
chine’s chance success. 

Maximizing the benefits application 
software for IBM means balancing inter- 
nal and external development, key tenet 
ASD’s charter and important chal- 
lenge for Guglielmi. 

“Over time, there much more 
than have skills for,” says, 
stressing the need for independent com- 
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APPLICATION SYSTEMS DIVISION 


uglielmi 


panies keep their creative efforts. 

According ASD’s projections, the 
applications software industry will grow 
between 20% and 25% annual- 
for the next five years. 

Peter Burris, industry analyst with 
International Data Corp. (IDC) Fra- 
mingham, Mass., agrees, predicting 22% 
growth. The division’s goal, through the 
combined efforts IBM and third parties, 


observers say simply cannot succeed. 

“Their stated intent nothing very 
ominous, but anything that IBM gets seri- 
ous about strikes fear the hearts 
some people,” says Martin Goetz, senior 
vice-president technology Advanced 
Data Research, Inc. 

What people fear the market lever- 
age the industry giant. prean- 
nounced application could hurt competing 


“THEIR stated intent nothing very ominous, 
but anything that IBM gets serious about strikes 


MARTIN GOETZ 


SENIOR VICE-PRESIDENT TECHNOLOGY, 


ADVANCED DATA RESEARCH, INC. 


meet exceed projected industry 
growth, Guglielmi says. 

Burris says the applications software 
industry’s growth rate the U.S. will 
18%, while the non-U.S. growth rate will 
32%. ASD, with development facilities 
England, Sweden, Austria, West Ger- 
many and Japan, well positioned take 
advantage international growth. 

Given ASD’s straightforward objec- 
tives, the response the software world 
mission has varied remarkably, from 
welcome outrage indifference. Some 


vendors,” says. 

Dean Redfern, corporate vice-presi- 
dent McCormack Dodge Corp., says, 
“We have been assured IBM that ASD 
not threat. But think you always have 
havea defensible 

Tom Neas, chairman and president 
Cincom Systems, Inc., says ASD makes 
good sense for IBM. excellent 
thing for IBM do, get this focus. 
Bringing under common head the 
right thing,” says. 

contrast, Bernard Goldstein, part- 
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ner Broadview Associates, software 
consulting firm Fort Lee, N.J., does not 
greet ASD with open arms. “IBM has 
benefited from the intellectual and capital 
expenditure third parties,” says, 
“but when interferes their natural 
functioning, not the industry’s in- 
terest.” 

Guglielmi and other ASD officials say 
responses such Goldstein’s are nega- 
tive overreactions, which they are striv- 
ing 

ness with. want people know why it’s 
good work with IBM,” Guglielmi says. 

ASD has begun reach out loaning 
9370 departmental processors devel- 
opers who express the desire write 
software for the machine. ASD will also 
sponsor educational seminars SAA, 
even for those who may have competi- 
tive interest, Guglielmi says. 

addition, ASD taking unsolicited 
requests look software products. 

Robert Berland, vice-president ven- 
dor and development operations for IBM 
and the man responsible for reviewing 
product proposals, says has received 
more than can handle. Those without 
real products need not apply, says, but 
those who have unique offerings that have 
been tested the market are welcome. 

“We consider good deal with some- 
one else one which IBM share 
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For eighteen now, Dataserv has completed 
some the most competitive computer deals around. 
one strong reason routinely get our quote. 

But there are many more. Especially now that 
BellSouth company, have the financial 
strength offer even more flexible finance terms and 
lower lease rates than ever could before. 

And after write lease, keep it. That 
something that’s becoming downright rare these days. 
sell out from under you, you won't have 
concerned that your fate will end the hands 
some uninterested third party with concern for 
you your business. 

Service. Maintenance. Hardware and upgrades. 
provide just what your growing business needs, just 


when you need it, prices you can just about bet you'll 
never beat. why been leader computer 
equipment sales and leasing all these years. And that’s 
why believe that once you see the lease write, 
one else’s computer lease computes. competes. 
Call and ask plug the numbers: 800/ 
328-6729, Minnesota call 612/829-6000. contact 
Dataserv Incorporated, 12125 Technology Drive, Eden 
Prairie, 


BELLSOUTH Company 


New Jersey, Florida, (813) 933-0605; Texas, (214) 437-5544; California, (213) 608-3400 
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some the risk well some the re- 
ward. good for both,” Guglielmi says. 
cites the agreement between IBM and 
Lotus good example. 

John Landry, executive vice-president 
for application products Cullinet Soft- 
ware, Inc., says that despite his compa- 
ny’s bitter market struggle against IBM’s 
DB2 data base system, the firm actively 
discussing areas cooperation with Ber- 
land. 

distinct, entrepreneurial division 
and reaching out cooperate with oth- 
‘ers, ASD embodies the IBM. But 
not everyone thinks will easy for 
IBM change its nature, only sin- 
gle division. are built 
years and years direct industry educa- 
tion. think IBM has got some major fun- 
damental cultural changes make,” 
M&D’s Redfern says. 

John Imlay, chairman and chief execu- 


“APPLICATIONS are 
built years and 
years direct indus- 
try education. think 
IBM has got some fun- 
damental cultural 
changes 

DEAN REDFERN 


CORPORATE VICE-PRESIDENT, 
MCCORMACK DODGE CORP. 


tive Management Science America, 
Inc. (MSA), seconds Redfern’s opinion. 
“They need develop software mental- 
ity. You need think like end user.” 

“The biggest challenge will 
change the sales force, which still hard- 
ware-oriented,” says Stuart Miller, presi- 
dent and chief executive Software 
North America, Inc. 

Guglielmi acknowledges that must 
add new dimension IBM’s culture and 
says one his goals reorient the 
company accept that applications drive 
sales rather than insisting that hardware 
sells itself. also says that addition 
wanting good software, customers want 
their software supported. IBM will give 
small companies credibility they would 
not otherwise have, says. 

But Redfern, referring IBM’s mar- 
keting agreement with Hogan Systems, 
asks hard question the heart IBM’s 
close participation with other vendors: “If 
Hogan goes belly-up, will IBM assume re- 
sponsibility for the lines 

Indeed, even two years after its sign- 
ing, the Hogan deal still controversial. 
While some software vendors perhaps 
wish they could Hogan 
has been, others scoff such relation- 
ship. market was going away from 
Hogan,” Broadview Associates’ Gold- 
stein says. IBM anointed them 
the best. Others were hurt this. And 
it’s not good for the user. the Hogan 
deal, IBM saves Hogan, but the real loser 
IBM.” 

selling efforts have been non- 
Software AG’s Miller says. 
tendency for those com- 
panies whose survival questionable, 
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even though they say they are going for 
the best 

Nonetheless, Guglielmi and other ASD 
officials say there will more agree- 
ments similar the one with Hogan, al- 
though they will not say when and with 
whom. 


Bringing SAA 

controversial but equally important 
role for ASD will its active promotion 
SAA. Responsibility for the definition 
and structure SAA the hands 
Wheeler. 

reports ASD Vice-President 
Mike Saranga, who leads the Application 
Development Systems and Integration di- 
vision. Saranga’s division also handles ar- 
tificial intelligence activities and the 


not that you can’t make change; it’s 
what happens when you make change. 
that jealous guardian the 


Cross System Product fourth-generation 
language. 

The importance SAA perhaps 
most apparent IBM’s showdown with 
Digital Equipment Corp., according 
Miller. “DEC has the SAA problem 
solved. That’s 80% IBM’s 
says. 

But while the need immediate, SAA 
will not place for some time. 
will not roll out Guglielmi says. 
Instead, SAA interfaces become de- 
fined during the next several years, they 
will made public, and tool kits will 
shipped developers. 

“Tt question degree and time. 
are striving get our 
application line,” says Anthony Mondello, 
vice-president office systems. 


DB2 catalog, dangerous when provoked. 


Because the demands Changeasaurus, 
DBAs have spent upwards 50% their time 
battling complex change procedures. 


But those days are gone. Now there’s 
DB2 ALTER from BMC Software, which supports 


all changes attributes objects. ALTER 
automatically restores data, dependencies and 
authorizations. features commit-point control 

and restart capability, and Rename, Migrate and 


Create Like commands. 
DB2 ALTER provides: 


Mondello’s office systems division was 
created mid-1986 and later grouped 
within ASD. 

“Each year, there will more and 
more common between applications 
running OS/2, System/36 and Sys- 
tem/38 and VM,” says. goal 
introduce more and more software that 
looks and feels the same.” 

Mondello says that since his organiza- 
tion was moved into ASD, there has been 
great change its internal organiza- 
tion. The difference found inter- 
action with the other departments 
ASD. 

points the benefits having Ber- 
land’s group primary point contact 
with outsiders. The Lotus deal, for 

Continued next page 
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30-Day-Plus Free Trial DB2 ALTER, mail 
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example, was struck Berland 
and later handed Mondello. In- 
deed, Berland’s function ASD 
much like that marriage 
broker: will find third-party 
prospects and pair them with the 
appropriate vice-president. 

addition Mondello and 


The new, hybrid virtual system 


Saranga, other ASD vice-presi- 
dents include Bob Williams, 
charge Computer Integrated 
Manufacturing Systems, includ- 
ing MAPICS and COPICS; Lor- 
riane Fenton, charge fi- 
nance and general systems (such 
health, construction and dis- 
tribution) and dealings with Ho- 
gan; and Brian O’Connor, 
charge plans and controls for 
ASD itself. 


Overseeing activities Eu- 
rope Peter Staley, group di- 
rector office and application 
software development for Eu- 
rope, the Middle East and Africa, 
headquartered Paris. To- 
kyo, David Proctor, director 
application products for IBM’s 
Asia and Pacific Group, monitors 
developments Japan. 

-Mondello, Williams and Fen- 
ton say their being together 


within ASD will help them make 
office, factory and financial appli- 
cations work together. “If en- 
gineer wants write letter, 
doesn’t want another 
terminal,” Williams says. Con- 
forming SAA guidelines 
requisite for achieving corpo- 
ratewide consistency, the IBM 
Officials say. 

SAA guidelines will also make 
easier mix and match appli- 


that helps you make these connections...and more. 


Welcome aboard STARMASTER. 
Destination: the future net- 
work communications. Estimated 
time arrival: today. 


Gandalf proudly introduces 
STARMASTER...the advanced 
synchronous, modular network 
system that integrates the tech- 
nologies, standards, applica- 
tions and products various 
vendors, independent inter- 
vening protocols transport 
facilities. 

STARMASTER links users, 
terminals, personal computers, 


workstations, peripherals and 
transport systems into one 
cohesive, applications trans- 
parent network. 


ready link async, sync, 
fax, voice and video users 
lower cost and higher through- 
put than alternative solutions. 


STARMASTER puts you control 


your entire network...giving 
your computing investment 
strategic edge. And because it’s 
modular system, can indi- 
vidually customized your spe- 
cific needs and applications. 


Circle Reader Service Number 46 


And all backed Gandalf’s 
full range support services. 


The future. get there, 
got have connections. 


1-800-PACXNET, EXT. 493 
In Illinois: 312-541-6060 
In Canada: 613-226-6500 


Productivity 
Through Connectivity™ 


COMPUTERWORLD 


cations created different coun- 
tries, IDC’s Burris says. 

for third parties, they will 
need support SAA order 
play the IBM world. likely, 
therefore, that all independent 
vendors even those that com- 
pete with Big Blue will 
dealing with ASD some ex- 
tent. “It’s going very 
touchy thing. are going 
work with them and compete 
with them,” MSA’s Imlay says. 

But not all industry players 
believe there will great 
change from the status quo. 

“Thus far, they have 
brought the organization togeth- 
er, but reorganization itself 
doesn’t solve the problem,” 
Miller says. Unisys had 
done this, would have been 
massive industry yawn.” 

And contrary the protesta- 
tions ASD officials who say the 


“MY big question 
What this 
for the customer? 
think there will 


fewer choices.” 


STUART MILLER 
PRESIDENT AND CHIEF 
EXECUTIVE, SOFTWARE 
NORTH 
AMERICA, INC. 


division will give users more ap- 
plications, Miller says there will 
fewer applications. 

big question is, What 
this for the customer? think 
there will fewer choices,” 
says. IBM will find easier 
market small number pack- 
ages instead large, confusing 
array, explains. 

Indeed, Berland says the 
number applications IBM’s 
portfolio has been reduced 
about half, from total 3,000 
few years ago. wants re- 
duce the number further. 

But the single most important 
difference bétween the way 
things were before and the way 
they are now could Guglielmi 
himself. Thrust into the spot- 
light with critical part IBM’s 
future riding his shoulders, 
the 26-year IBM employee 
brings broad resume his job. 

Guglielmi began with IBM 
1961, writing software. later 
moved roles marketing and 
distribution. spent three 
years Europe the 
4300 series mainframes and, 
most recently, tracked financial 
results for IBM’s large systems. 

Three months into the life 
ASD, says the organizational 
phase drawing close. Us- 
ers can now look for results. And 
for success. 

says. want get more ve- 
locity the delivery applica- 
tions IBM customers.” 
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SAA the key IBM’s dominance 
corporate microcomputing 


hile Systems Ap- 
plication Archi- 
tecture (SAA) 
still hazy con- 
cept users and analysts, 
IBM clearly views the 
blueprint for the compa- 
ny’s continuing dominance 
corporate microcomput- 
ing. 
IBM’s goal crystal- 
lize the industry set 
Personal 
ware, designed accor- 
dance with SAA specifica- 
tions, that consistent 
with the firm’s minicom- 
puter and mainframe prod- 
ucts. IBM will then have ef- 
fectively turned the tables 
the competition with re- 
gard architectural com- 
patibility. 

Early signs indicate the 
industry heading the 
direction that will achieve 
IBM’s aim. Important ven- 


Xenakis software editor Computer 
Update magazine, published the Bos- 
ton Computer Society. president 
Xenakis Consulting Services, Inc. 
Framingham, Mass. 


JOHN XENAKIS 


dors such Lotus Devel- 
opment Corp., Ashton- 
Tate Corp. and Microsoft 
Corp. are developing ver- 
sions their software that 
will run only under the 
OS/2 operating system be- 
ing built Microsoft and 
IBM. Many these pack- 
ages will use the IBM-stan- 
dard Presentation Manag- 
user interface the 


SQL data base interface. 
Both are integral parts 
SAA 


IBM has put place 
ambitious program mar- 
ket micro software prod- 
ucts aggressively under 
the newly created Applica- 
tion Systems Division. The 
products might IBM’s 
own might come from 


Continued next page 
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third party. say 
can build those application pro- 
grams,” says William Lowe, 
president the company’s En- 
try Systems Division, mean 
can either build them pro- 
cure them.” 

fact, IBM really couldn’t 


Perfe 


shut out third-party developers, 
even wanted to. simply 
don’t have the resources 
all, nor necessarily have 
the mental intuition provide 
the Lowe admits. 

Certain specific questions 
about IBM’s strategy become 
clear when they are placed the 
context SAA: 


Will IBM’s OS/2 Standard 


tion the same OS/2 that 


Dynatechs CMS packaged 
meet your specific requirements, you pay for 
only the functional capacity you 


on-line expansion and main- 
tenance. And ensure 
growth 


(64 you can switch provide 
exactly the connectivity you need without 


Efficient Design 
The CMS also conserves valuable computer 


you need 


Single Crosspoint Modularity 
Tailored Approach 


Each channel control unit 
switch connection 
individual 
plug-in crosspoint card. This 
modular design allows easy 


runs PS/2 clones? 

What the significance 
IBM’s OS/2 Extended Edition, 
and will run clones? 


What the relationship 


tween Microsoft Windows and 
the Presentation Manager? 

1985, had major de- 
cision make: whether 
would develop unique operat- 
ing system continue the level 
dependence had externally 


[on 
“Two factors affected our deci- 
sion. One was that simply 
didn’t have great deal oper- 
ating system development ex- 
pertise within the Entry Sys- 
tems Division. Secondly, key 
objective was maintain con- 
sistency for where we’ve been. 
These two elements led 
join with Microsoft develop- 
ment contract 


room floor space. single cabinet 16) 
computerroom 
tile. The use contemporary solid state logic 
results lower power consumption with 
attendant cost savings and improved 


and PCM Compatible 


The CMS can switch any plug 
compatible 
system software and 
channel protocols, including the recently 
announced 4.5 megabyte Data Streaming 


Channel. 


See the difference well-fitting 
switch can the people 
tailor-made fit your needs. 


Dynatech Data Systems 


8500 Cinderbed PO. Box 8500, Newington, 22122 703/550-0066 
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The decision develop OS/2 
jointly with Microsoft was one 
four separate decisions that IBM 
had make 1985. The other 
three were all components the 
SAA strategy: 

Communications. The new 
system had support Systems 
Network Architecture (SNA). 

Data base. The new system 
had provide SQL, IBM’s data 
base access language. 

Presentation. The new system 
had have the “‘look and 
other IBM systems and also im- 
plement IBM’s Graphical Data 
Display Manager (GDDM), 
graphical presentation language 
used larger systems. 

“In the case data base,” 
Lowe says, the experience 
that we’ve had Santa Teresa, 
[an IBM laboratory San Jose, 
Calif.,] and all the emphasis that 
had SNA and communi- 


“YOU 
make big in- 
vestment unless 
you think you 
can come 
with better 


WILLIAM LOWE 
ENTRY SYSTEMS DIVISION 


cations protocols, felt that 
could better job working 
with the other IBM laboratories 

Thus, Lowe decided the two 
components would developed 
entirely IBM and would 
packaged their own the 
IBM OS/2 Extended Edition. 

That left one more matter, 
the Presentation Manager, and 
that decision could have gone ei- 
ther way; IBM had proposal 
develop internally and inde- 
pendent Microsoft. 

Lowe says, “Frankly, the 
functional and performance mer- 
its that [internal] proposal 
were not superior what Mi- 
crosoft was pursuing its Win- 
dows development. that was 
one consideration. You don’t 
make big investment unless 
you think you can come witha 
better mousetrap. 

“The second was that 
were the SAA trail, and the 
three key elements were data 
base, communications and user 
interface,” adds. 

had concluded prior 
negotiation with 
Chairman] Bill Gates that be- 
cause already had his Win- 
dows product the market, 
were willing accommodate 
the changes that were required 
get the look and feel the 
SAA interface and accommodate 
the technical standards associat- 
with GDDM presentation ser- 
vices, that would not our 
own way and try come with 
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switching Seems 


comparable product. 
agreed that would adapt 
those standards.” 

IBM publishing specifica- 
tion part SAA called the 
Common User Access (CUA). 
CUA document scheduled 
published before the end 
the year for the benefit appli- 
cations software developers. Ac- 
cording Mike Maples, director 
Software Business Systems 
for the Entry Systems Division, 
this specification was used 
Microsoft developing Win- 
dows Version 2.0 and Win- 
dows/386, both which imple- 
ment the IBM user interface. 

The net result this strategy 
that IBM’s OS/2 Standard Edi- 
tion will the same operating 
system Microsoft’s OS/2 and 
will available Intel Corp. 
80286- and 80386-based ma- 
chines sold anyone IBM- 
compatible clones. 

IBM’s OS/2 Extended Edition 
will available for sale any- 
one and will run IBM’s Per- 
sonal Computer ATs and 


IBM looking 
the 
mid-1990s, toan 
industry that, 
the company’s 
strategy works, 
will have largely 
adopted SAA. 


PS/2s. The fact that will run 
ATs guarantees that will run 
most compatibles even 
those that use old bus hardware 
instead IBM’s new Micro 
Channel. 

IBM looking forward the 
mid-1990s, industry that, 
the company’s strategy works, 
will have largely adopted SAA. 
The clone makers will help this 
important corporate strategy, 
not hurt it. knows has less 
fear from third-party applica- 
tions developers and clone devel- 
opers than from other major sys- 
tem developers such Digital 
Equipment Corp. 

true that IBM still los- 
ing market share the clone 
makers, but this fact irrele- 
vant, the company says. The 
market share figures include 
sales low-end personal com- 
puters, commodity market- 
place that IBM has almost com- 
pletely abandoned. Within IBM’s 
real target marketplace, the 
Fortune 500, the company’s 
new products give decided 
edge the continuing fight for 
market share. 

more fascinating specula- 
tion has with the future 
the Apple Computer, Inc. Macin- 
tosh. the microcomputer lev- 
el, this system formidable 
competitor the PS/2, but 
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looks far less formidable against 
the consistent micro-to-mini-to- 
mainframe architecture that will 
result from SAA. 

The Apple and IBM architec- 
tures have begun merge im- 
portant ways. one hand, Win- 
dows and the Presentation 
Manager look lot like the Mac- 
intosh user interface. the 
other hand, Apple has increas- 
ingly emphasized connectivity 
its product with IBM’s; has has 
even endorsed board for the 
Macintosh that allows some IBM 
compatibility, least the 
point interchanging files 
floppy disks. 

Another threat posed Ap- 
pleis that the company might de- 
velop alliance with DEC and 
develop alternative micro-to- 
mainframe strategy that would 
compete with SAA. 


hardware 

While IBM encouraging con- 
formance OS/2 hopes es- 
tablishing industry standard, 
the company taking oppo- 
site stand the PS/2 Micro 
Channel. 

There question that the 
general industry perception to- 
day that the Micro Channel 
will cloned successfully. Many 
industry analysts say they ex- 
pect the first clone products 
become available during the first 
quarter 1988. 

Lowe warns manufacturers 
that might consider cloning 
without laying the proper 
groundwork. believe that 
the business really impor- 
view the intelligent workstation 
becoming window into our fu- 
ture systems environment; par- 
ticularly through SAA, we’re fo- 
cusing the development. 

spending, this divi- 
sion, the range $400 million 
per year development,” 
Lowe says, over half that 
the software. The key 
being able justify that invest- 
ment getting return it. If, 
very shortly, people replicate 
the design that put out and 
then offer products without hav- 


ing recover the development: 


investment I’ve made, I’m going 

Lowe says his people regular- 
purchase and test competitive 
products that claim com- 
patible with IBM products. IBM 
doesn’t test them see whether 
they’re really compatible 
couldn’t care Lowe says.) 
but determine whether the 
competitor has illegally copied 
property. 

would hardly over- 
statement say that the Micro 
Channel very poorly under- 
stood, certainly outside, but 
even within, Although the 
technical have 
been published IBM exec- 
utives discuss its implications for 
future applications the most 
general terms. 

“Given the characteristics 
Continued next page 


hat industry leaders see the 
horizon for PS/2 applications soft- 
ware the next few years? Here 
sample opinions: 

BILL LOWE, PRESIDENT, 

ENTRY SYSTEMS DIVISION, IBM 

see real revolution the applications that 
are coming supported graphics and image 
and communications data bases. think the 
big application generators are going driv- 
graphics and interconnected data bases. 

“New devices like CD-ROMs and their inter- 
action with using imaging will help our custom- 
ers provide new services their customers 
help grow their businesses. 

“When around customers, what 
they’re excited about that they can visualize 
image applications whether they airlines 
with travel agencies insurance companies 
who want able use the screen inter- 
face with the customer when comes and 
pictorially show the customer what his alterna- 
tives are. The data must shown graphically, 
and must updated frequently, and must 
provide quick answers questions. 

“For instance, we’ve been working with 
Sears using CD-ROMs tied PCs run their 
part centers. They can get immediate informa- 
tion when order entered.” 


ADRIAN KING, DIRECTOR PRODUCT 
MARKETING FOR OPERATING SYSTEMS, 
MICROSOFT CORP. 

“You have much more memory and graphics; 
people will able develop more sophisticat- 
and complex software products. You can 
combine applications, pass data between tasks 
and on. expect see bunch very 
sophisticated applications appearing. 

“What those things are going be, anyone 
can guess. You can look office automation 
systems currently implemented minicom- 
puters, and that will give you good idea where 
microcomputers are going. It’s conceivable that 
there will more artificial intelligence applica- 
tions, since you look any expert sys- 
tem, one characteristic they all share that 
they use gigantic amounts memory. 

recently saw demo expert system 
which the application used 70M bytes 
running Deskpro 386 
under Xenix. had 10M bytes physical mem- 
ory, with 60M bytes virtual memory. That’s 
extreme, but these things chew memory. 

“As different example, our new announce- 
ment Excel will the first new wave 
sophisticated application products. you 
compare Excel the Mac with Multiplan 
the PC, there’s comparison. But you com- 
pare Excel the with Excel the Mac, 
see that the version yet much more 
sophisticated than the Macintosh version.” 


JOHN MEYER, PRESIDENT AND FOUNDER, 
VENTURA SOFTWARE 

“Graphics important OS/2, but frankly, 
have good graphics tools today, like GEM [from 
Digital Research, Inc.]. me, the real promise 
OS/2 the power Unix, with the applica- 
tion base MS-DOS. And the power 
Unix, mean two features: The ability ad- 
dress large chunks memory and the ability 
handle multiple tasks. 

“For example, with multitasking and large 
memories, can seamlessly integrate several 
applications, like Ventura Publishing, together 
with CAD [computer-aided design] program 
and authoring program. for networks, one 
the reasons nets have been slow accepted 
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SOFTWARE PLATFORM 


because most applications don’t run any bet- 
ter network. However, publishing ex- 
ception; it’s probably one the most important 
applications for networks, because you can use 
for work group. 

“The biggest surprise I’ve had since the 
company started was that had idea 
networking was going such highly de- 
manded item. The first thing anyone asks when 
they buy Ventura is, ‘How add fonts?’ And 

“Ventura stores single document multi- 
ple files that one person contributing 
illustration and another person the text, then 
each individual user can work component 
with his her own word processor graphics 
program. future versions, see that many 
different people will able work single 
document, and Ventura will automatically refor- 
mat the document whole each contribu- 
tor’s work completed.” 


ED BELOVE, CORPORATE VICE-PRESIDENT 
RESEARCH AND DEVELOPMENT, 

LOTUS DEVELOPMENT CORP. 

“We see OS/2 the platform for moving ahead 
with our full line products. We’ll support- 
ing OS/2, both character mode and the Pre- 
sentation Manager, with our full line prod- 
ucts. fact, see integrated versions 
new Lotus DBMS and the graphics version 

1-2-3. 

major development that OS/2 will allow 
people share products, with group applica- 
tion sharing. You can some that today with 
local-area networks, but the multitasking capa- 
bilities OS/2 allow development group 
products far beyond what can today. 

“Lotus DBMS will new product, using 
Presentation Managers and based the SQL 
data base facility. will oriented toward 
work groups. SQL absolutely the way the in- 
dustry going, and believe standards. 

“The new DBMS won’t run PCs running 
but given our work group orientation, 
will certainly have solution for those peo- 
ple. fact, unless there’s technological rea- 
son PS/2 and OS/2, tend design 
products for both new and old architectures. 
And where there’s difference, there’ll co- 
existence strategy for both. The real question 
is, Where will all this performance take us? 
Some will wait for ‘golden moments,’ some- 
one sitting his home and saying, ‘Maybe 
ought this.’ Someone will come with 
the next great paradigm, like Visicalc.” 


LEON WILLIAMS, PRESIDENT, 

MICROPRO INTERNATIONAL CORP. 

“The new graphics interface presents with 
some interesting problems. some sort 
... WYSIWYG [what-you-see-is-what-you- 
get] product for Wordstar, but you want 
grand style make your word proces- 
sor look like Macintosh word processor 
that’s significant development cost. 

“Furthermore, changing Wordstar not 
very popular with the users. classic Word- 
star user will give the control keys. For 
icon-based system wouldn’t sell 
those people. we’ve got cater both 
types users. 

“Our large [more than three 
million copies sold] both blessing and 
curse. have less flexibility because have 
satisfy old users. whiz-bang word process- 
ing company that comes out with word proces- 


‘sor 1989 will have total 
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the Micro Lowe says, 
[OS/2] Extended Edition will run better 
machines that run the Micro Channel. 
The two main characteristics the Micro 
Channe! are that can handle concurrent 
hardware operations independent the 
main microprocessor, and has much 
broader bandwidth than the old bus. 
Also, the Micro Channel has task manage- 
ment it. hasa life its 

Lowe claims that communications 
environment, for example, hefty 20% 
40% performance improvement ex- 
pected from the Micro Channel alone. 
The reason that sophisticated commu- 


even that the near future, true 
multiprocessing will single PS/2 
computer. this case, several different processors 

would able access all system devices through 
the Micro Channel. 


nications program would have several dif- 
ferent asynchronous tasks manage. 
With the old bus architecture, each 
communications other resource re- 
quest had handled directly the 
main CPU. But the new systems, the 
Micro Channel can prioritize and handle 


Sellin 
and 


IBM 
order. 


multiple resource requests from different 
devices. 

even possible that, the near fu- 
ture, true multiprocessing will avail- 
able single PS/2 computer. this 
case, several different processors would 
able access all system devices 


thenew 
systems 
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through the Micro Channel, which could 
handle the resource allocation for one 
CPU without interrupting other CPUs. 

Richard Hanrahan, vice-president for 
programming the Entry Systems Divi- 
sion, expands this concept data base 
management comparing the multi- 
tasking capabilities many operating 
systems, including OS/2. “One the 
tasks will the data manager. The data 
manager will start number requests 
against the data bases, and that data 
transfer goes back and forth while other 
tasks says. 

course, the Micro Channel won’t 
help all applications. there’s only one 
task running, the Micro Channel 
make much difference, since the data 
manager will out and request some 
data, and then the processor will wait un- 
til the data request satisfied. 

the file, another application starts, for ex- 
ample, some communications,” 
Hanrahan says, “then the Micro Channel 
can run more those requests and get 
more them running, get over- 
lap the data transfers and the amount 
work the system gets done total.” 

For now, the important point that 
programs written run under OS/2 will 
execute functionally the same ma- 
chines with the Micro Channel they will 
machines without the Micro Channel. 

According Entry Systems Division 
executives, the only difference would 
performance, speed execution. 
Out with the old 
Although there enormous amount 
software developed for the old PCs, the 
machines should become practically in- 
visible within, most, five years. The 
scenario may the following: 

The cost manufacture Intel 386- 
based machines will down, moving 
closer the cost Intel 8088-based ma- 
chines. Asa result, one will want buy 
8088 machine when can get vastly 
increased performance for the same 
amount slightly more. 

Within two three years, all the soft- 
ware currently available PCs will be- 
come available through OS/2. fact, 
OS/2-only versions will also become avail- 
able, and these versions will substan- 
tially more powerful than 8088 versions. 
They will use multitasking and graphics 
and will much easier use. 

the same time, the cost maintain 
the old hardware will begin increase, 
will become economically advantageous 

The original IBM came out 
1981, and that family computers, in- 
cluding the and lasted until 1987. 
is, therefore, reasonable wonder 
whether the PS/2 family will become ob- 
solete six more years, around 1993. 

Lowe says, “We think got 
enough legs this system five 
six years. Our expectation, though, that 
can offer substantially bigger steps 
performance and functional improvement 
this base incremental fashion more 
frequently than did the old base. 

“The growth price/performance has 
always been significant year-to-year 
basis least 25% 50% per year. 
But made especially big jump this 
year,” says. point we’ve been 
trying make with the PS/2 family that 
the product that offer to- 
day, it’s two three times better from 
price/performance point view than the 
[PC AT] product that year ago.” 
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AND 


RESPONSIBILITY 


BM, company that 
rarely acknowledges 
the existence com- 
peting vendors, qui- 
etly packaging hardware 
and software solutions for 
customers that involve siz- 
able amounts non-IBM 
equipment. Big Blue pur- 
suing the systems integra- 
tion business big way. 
However, IBM not ac- 
tively advertising this new 
effort the same manner 


Myers is a Hollywood-based free-lance 
writer. 


EDITH MYERS 


commercial systems 
integration firm might. 
Generally, IBM’s systems 
integration capabilities are 
seen alternative way 
capture account and 
are activated primarily 
competitive bidding situa- 
tions, according Dennis 
Sigloh, director systems 
integration for IBM’s In- 
formation Systems Group 
(ISG) Rye, N.Y. 

Instead operating 
independent 
seeking business its 
own, IBM’s systems inte- 
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other vendors’ products 


gration effort relies the 
judgment the field sales 
force. 

salesman who feels 
systems integration solu- 
tion appropriate par- 
ticular customer will dis- 
cuss with one our 
industry group specialists, 
someone well-versed the 
customer’s industry,” Sig- 
loh says. “If that specialist 
concurs, [ISG] get in- 
volved. decide whether 
not systems integra- 
tion solution appropriate, 

Continued next page 
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and where is, decide where the best 
skills are 

The Federal Systems Division (FSD) 
Bethesda, Md., has been doing complex 
systems integration for the government 
since the mid-1950s. The division now 
driven expanded charter meet 
the same needs identified commercial 
accounts. 

IBM’s current systems integration ef- 
fort also includes two new groups: Infor- 
mation Services and Systems Integration 
and Programming Services, both which 
are based Milford, Conn. IBM will also 
utilize outside systems integrators when 


“THERE are lot applications for systems inte- 
gration state and local government, things 
like computer-aided dispatch systems and 
fingerprint systems.” 


DENNIS SIGLOH 
IBM’S INFORMATION SYSTEMS GROUP 


necessary. 

“For patient-care accounting sys- 
tem, would probably our internal 
groups, while might more likely 
look outside for flexible manufacturing 
Sigloh says. “There lot 
expertise out there the computer-inte- 
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grated manufacturing 

Sigloh defines systems integration 
business adding value assuming 
responsibility for combining whatever in- 
formation products and services the cus- 
tomer 

There are two key elements: program 
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management and risk management. 

Program management includes adding 
value IBM hardware software 
performing one more variety 
tasks. These tasks include designing 
system, acquiring some hardware soft- 
ware from other companies, building cus- 
tomized hardware software, providing 
facilities management capability, train- 
ing few thousand end users remote lo- 
cations and, finally, developing sophisti- 
cated code tie all the elements 
together. 

Risk management comes in, Sigloh 
says, because the integrator, per- 
forming these tasks, assumes responsibil- 
ity for all aspects, including the perfor- 
mance subcontractors, technical 
performance, meeting schedules, staying 
within the budget and making sure every- 
thing done the customer’s satisfac- 
tion.” 

IBM’s systems integration organiza- 
tions can become involved practically 
any stage project’s life span. 
times don’t hear about opportunity 
until two weeks before bid due,” Sig- 
loh says. 

“Other times,” continues, 
know year before the bid goes out. 
Where have the time, can get 
the program-definition phase.” 


Advantageous arenas 

Although some commercial accounts are 
taking advantage IBM’s systems inte- 
gration services, state and local govern- 
ments are proving the most promis- 
ing markets. 

“There lot applications for sys- 
tems integration state and local govern- 
things like computer-aided dis- 
patch systems and fingerprint identifica- 
tion systems,” Sigloh says. “In the 
telecommunications area, there are 
things like establishing wide-area tele- 
communications, building network con- 
trol centers integrating voice and text 
messaging 

Most state and local government con- 
tracts for large systems require the ser- 
vices prime contractor. have 
never been willing deal with prime con- 
tractors and subcontractors bidding sepa- 
rately, were not able respond be- 
fore because didn’t have systems 
Sigloh says. 

Large commercial accounts, such 
United Airlines, tend unwilling 
discuss IBM’s systems integration work 
because the strategic advantage they 
might gain from the services, but smaller 
public organizations are open about their 
work with IBM. 


Linkage abilities 

For example, the North Carolina Depart- 
ment Public Education, based Ra- 
leigh, N.C., awarded contract IBM 
the basis its systems integration capa- 
bilities. 

When fully implemented, the depart- 
ment’s Uniform Educational Reporting 
System (UERS) will tie together central 
offices 140 school districts and 2,000 
elementary and secondary schools, ac- 
cording Tom Runkle, director the 
program. The department’s central of- 
fices and larger schools will act hubs, 
with minicomputers installed, while the 
rest the schools will use microcomput- 


ers. 

many the central offices, Runkle 
says, the plan calls for upgrades obso- 
lete equipment. But offices never had 
any kind computer equipment. IBM’s 
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Computer: 


systems integration contract for these 
40. 

The contract calls for installing IBM 
System/36s the central offices and es- 
tablishing communications between them 
and other machines. The System/36s will 
communicate with the state’s central 
computer, IBM 3090, and with IBM 
Personal Computer ATs and Personal 
System/2s the schools. 

There were contenders the first 
time the project went out for bid, Runkle 
says, and only three the second time: 
IBM; Burroughs Corp.; and Innovak In- 
ternational, Inc., Spartanburg, S.C., 
vendor school software that was bid- 
ding IBM equipment. IBM was chosen 
the winner based functionality and an- 
ticipated service well price. 

IBM’s two primary subcontractors 
the North Carolina school system con- 
tract are Computer Services, Inc. 
Mesa, Ariz., which provides payroll and 
general ledger software, and AMS, 
Charlotte, N.C., training company. 


Partners and subcontractors 

The vendors are typical the partners 
IBM works with systems integrator. 
IBM’s divisions have joined contracts 
with companies, 
software developers, Big Eight account- 
ing firms, data service bureaus, engineer- 
ing consultants and plant and equipment 
manufacturers. 

Among the consultants IBM has 
worked with are Arthur Andersen Co. 
and Bravo Franco, Inc., Pittsburgh engi- 
neering consulting firm. IBM has also 
worked with Jervis Webb Co., materi- 
als-handling company, systems for 
complete plant automation. 

Other IBM partners systems inte- 
gration projects include Martin Marietta 
Corp., Boeing Computer Services Co., 
McDonnell Douglas Corp.’s Information 
Systems Group and ITP, Inc., Boston 
software house. 

Work IBM’s portion UERS began 
March and expected completed 
sometime next year. Runkle says there 
are still some communications problems 
worked out. 

“They have software for communica- 
tions between the System/36s and the 
3090 and between the ATs and the 
36s, but they don’t have anything that 
makes the PS/2s communicate with the 
36s,” says. “That’s understandable 
because the PS/2s were not even the 
original system specs because they hadn’t 
been announced. But IBM has said will 


have that software, and I’m going keep 


writing them until know they 

While IBM’s systems integration con- 
tract with the school department involves 
only IBM hardware, with non-IBM soft- 
ware and training, the ratio IBM equip- 
ment non-IBM equipment other con- 
tracts varies according customer 
needs, Sigloh says. 

“Tt could 95% 98% IBM, with 
only the addition some software,” 
says. the other end the range 
are telecommunications systems, where 
lot cabling would involved, plant 
automation, where the computer re- 
quired control and monitor the system 

IBM also using its prime systems in- 
tegration division, FSD, pursue health- 
care accounts. FSD recently joined forces 
with General Electric Co.’s medical sys- 
tems group develop integrated diag- 
nostics that tie diagnostic im- 
aging systems with its patient information 
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systems. FSD also the prime contractor 
for the implementation automated 
laboratory system for Medexpress 
Memphis, formally known the National 
Laboratory Center, Inc. The primary sub- 
contractor Lab Force, Inc., Dallas- 
based software company. 

The completed system will combine 
IBM 370 mainframes and PS/2s with 
Lab Force software system called Lab- 
oratory Management Systems (LMS). 

The software designed increase 
the speed and efficiency analyzing and 
reporting laboratory specimen test re- 
sults and make possible integration 
the results central information sys- 
tem. 

After year-long vendor selection pro- 
cess, Medexpress chose IBM over Cerner 


Corp., Digital Equipment Corp. OEM, 
according Mary Griel, director in- 
formation and telecommunications sys- 
tems for Medexpress. Although she was 
not directly involved the selection pro- 
cess, Griel says she believes the choice 
was based support, price and function- 
ality. 

The contract was awarded late last 
year. System installation still pro- 
cess, with completion expected De- 
cember. Medexpress was formed last 
year clearinghouse for laboratory 
test results, including drug and AIDS test- 
ing. 

The system will permit large hospital 
chains, clinics and other health-care pro- 
viders work.on-line with Medexpress 
data base test results, integrating them 


into their own information systems. 

Medexpress had been using Lab 
Force’s LMS software Prime Comput- 
er, Inc. equipment, and part IBM’s task 
manage the conversion the soft- 
ware run the 370 and the PS/2s. 
IBM plays managerial role installation 
and conversion, while Lab Force handles 
audits and specific training. Lab Force 
also monitors the implementation sched- 
ule, checking for any customization that 
needed. 

Though likely remain low-key, 
IBM’s systems integration effort will ex- 
pand the future wherever the compa- 
fering management, installation and 


instruction services multivendor envi- 
ronment, Sigloh says. 
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COMPILED 
MICHAEL BALL 


has flooded the marketplace 

with product introductions since the 

last Extra magazine the compa- 

ny, published Dec. 1986. The fol- 

lowing list includes selected major 
announcements based Computer- 
world articles and research, IBM news re- 
leases and analyst opinions. Computer- 
world Extra estimated the performance 
figures. IBM supplied future shipment 
dates. Introductions series models 
announced one day are grouped, with 
initial outlook and current status com- 
ments for the series following the specifi- 
cations. 


JANUARY 1987 


Product series: 3090 Enhanced Models 
Model name: 3090 Model 150E 

Price: $1.65 million 

Specifications: Upgraded model, with 32M 
64M bytes random-access memory 
(RAM), 128M-byte disk and estimated power 
10.1 million instructions per second (MIPS). 
Unenhanced 150s can only upgraded 
180Es higher. 

Introduced: Jan. 26, 1987 

Ship date: May 1987 


Model name: 3090 Model 180E 

Price: $2.6 million 

Specifications: Upgraded model, with 32M 
64M bytes RAM, 256M-byte disk and 
estimated 15.6 MIPS. Unenhanced 180s can 
only upgraded 200Es higher. 
Introduced: Jan. 26; 1987 

Ship date: May 1987 


Model name: 3090 Model 200E 

Price: $4.5 million 

Specifications: Upgraded model with 64M 
128M bytes RAM, 512M-byte disk, two 
CPUs and estimated 31.2 MIPS. Unen- 
hanced 200s can only upgraded 300Es 
higher. 

Introduced: Jan. 26, 1987 

Ship date: May 1987 


Model name: 3090 Model 300E 

Price: $5.6 million (after $150,000 cut 
month after initial shipments) 

Specifications: New model, with three CPUs, 
64M 128M bytes RAM, 512M-byte disk 


Ball free-lance writer based Boston. 


The PS/2 Model and Color Display Model 8513 


and estimated 46.9 MIPS. 
Introduced: Jan. 26, 1987 


date: Third-quarter 1987 


Model name: 3090 Model 400E 

Price: $8.38 million 

Specifications: Upgraded model with 128M 
256M bytes RAM, 1G-byte disk, four 
CPUs and estimated 61.5 MIPS. Unen- 
hanced 400s can only upgraded 600Es. 
Introduced: Jan. 26, 1987 

Ship date: May 1987 


Model name: 3090 Model 600E 

Price: $10.34 million (after $600,000 cut 
one month after initial shipment) 
Specifications: New model, with 128M 
256M bytes RAM, disk, six CPUs 
and estimated MIPS. 

Introduced: Jan. 26, 1987 

Ship date: Third-quarter 1987 


Initial outlook for series: Unprecedented 
price/performance improvements for IBM 
15% across the line, with increases up- 
grading higher models from 15% 28%. 
“The 600E excellent increase capability 
and support for the central department,” 
says analyst John Logan The Yankee Group. 
“But most people are looking for better price/ 
performance, not 

Current status: month after shipment, 
IBM cut prices the two new models and all up- 
grades. price cuts are really cosmetic,” 
says Bob Djurdjevic Annex Research, Inc. 
creates talking point for sales reps.” Slow 
starting sales are attributed even better pri- 
ce/performance used 3080s, which many 
customers perceive functionally similar 
3090s. 3090s offer reasonable price/per- 
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formance advances but are hard sell 
right now,” notes George Elling Op- 
penheimer Co. adds that the mar- 
ket for the 600E and future, more power- 
ful models small but committed. 
will always certain accounts that take 
many you can give 


Product series: Convertible en- 
hancements 

Product name: Enhanced LCD 

Price: $250 alone, $1,995 bundled 
part enhanced Convertible 
Specifications: Supertwist, antiglare 
screen, effort improve character 
readability. 

Introduced: Jan. 27, 1987 

Ship date: Jan. 27, 1987 


Product name: Enhanced internal modem 
Price: $450 

Specifications: Option for Convertible, 
uses either IBM Hayes Microcomputer Prod- 
ucts, Inc. command sets. 

Introduced: Jan. 27, 1987 

Ship date: Jan. 27, 1987 


Product name: 256K-byte memory card 
Price: $390 

Specifications: Allows maximum Con- 
vertible RAM bytes. 

Introduced: Jan. 27, 1987 

Ship date: Jan. 27, 1987 


Initial outlook for series: Convertible 
enhancements were overdue,” says David 
Greenblatt, president DGC, Inc. “It’s hard 
believe that someone would have come out with 
that wasn’t Hayes compatible begin 
with. The only thing the improvements show 
that once they [IBM] screw up, they eventually 
will figure out the problem and fix it.” 

Current status: group, these enhance- 
ments brought the basic features the level 
many popular, lower priced Japanese laptops. 
But customers were not impressed. are 
things that they should have had the first 
place,” says Jeff Ehrlich, General Electric Co.’s 
manager product technology. 


FEBRUARY 1987 


Product series: Personal Computer 

6150s 

Series specifications: All 32-bit reduced 
Continued next page 
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instruction set computer (RISC) ma- 
chines. Vast improvement price/per- 
formance, storage size and access rate (to 
5,810M bytes 1.08M bit/sec.) addi- 
tion RAM (4M 16M bytes) and 
graphics (15- 19-in. screen with one 
million pixels). 

Model name: 6150 Model 115 
(desktop) 

Price: $10,600 

Introduced: Feb. 1987 

Ship date: May 29, 1987 


Model name: 6150 Model 125 
(floor-standing) 


Price: $16,100 
Introduced: Feb. 1987 
Ship date: May 29, 1987 


Model name: 6150 Model B25 
(floor-standing) 

Price: $17,760 

Introduced: Feb. 1987 

Ship date: May 29, 1987 


Initial. outlook for series: “I’m still 
looking for real engineering worksta- 
tion. beefed still just beefed 
RT,” The Yankee Group’s Logan com- 
ments. 
Current status: has not re- 
ceived the popularity deserves,” DGC’s 
Greenblatt says. 

don’t see how IBM’s going con- 


DASD 
and Stand 


Please call 
and free evaluation 
483 


tinue it,” quips Fran Saldutti, analyst 
longer than the half-life the RT.” 


Product name: Distributed Data Man- 
agement (DDM)/PC 

Price: $395 

Specifications: This product allows 
access host DDM programs via LU6.2 
protocols. But first, the user must pro- 
gram interfaces. 

Introduced: Feb. 17, 1987 

Ship date: Third-quarter 1987 

Initial outlook: Fine for distributed or- 
der-entry applications, particularly those 
already converting LU6.2. Otherwise, 
third-party vendors will have provide 
DDM-compatible versions their pro- 
grams permit interfacing. 
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APRIL 1987 


Product series: Personal System/2 
Model name: PS/2 Model 30-002 
Price: $1,695 

Specifications: Two drive, flop- 
disk-only version the Model 30-021 
Introduced: April 1987 

Ship date: April 1987 


Model name: PS/2 Model 30-021 
Price: $2,295 

Specifications: Fleshed-out Intel Corp. 
8086-based improved color 
graphics, 720K-byte drive and 
20M-byte hard disk. has only three ex- 
pansion slots and will not OS/2 compat- 
ible. 

Introduced: April 1987 

Ship date: April 1987 


Model name: PS/2 Model 50-021 
Price: $3,595 

Specifications: Small-footprint 
replacement with 10-MHz Intel 80286- 
based CPU, byte RAM expandable 
bytes, 1.44M-byte floppy disk 
drive, and 20M-byte fixed-disk 
drives and three expansion slots. 
Introduced: April 1987 

Ship date: April 1987 


Model name: PS/2 Model 60-041 
Price: $5,295 

Specifications: Floor-standing version 
Model 50-021 with 44M-byte fixed- 
disk drive, expansion 15M bytes and 
seven 16-bit slots. 

Introduced: April 1987 

Ship date: April 1987 


Model name: PS/2 Model 60-071 
Price: $6,295 

Specifications: The 70M-byte fixed- 
disk drive version the Model 60-041. 
Introduced: April 1987 

Ship date: June 1987 


Model name: PS/2 Model 80-041 
Price: $6,995 

Specifications: The Intel 80386 ver- 
sion running MHz, expandable 
16M bytes RAM. comes with 44M- 
byte fixed-disk drive. 

Introduced: April 1987 

Ship date: June 1987 

Current status: Shipped month early. 


Model name: PS/2 Model 80-071 
Price: $8,495 

Specifications: Configuration with 
bytes RAM standard and 70M-byte 
drive. 

Introduced: April 1987 

Ship date: June 1987 

Current status: Shipped month early. 


Model name: PS/2 Model 80-111 
Price: $10,995 

Specifications: Top the new line, 
with 20-MHz 80386, standard with 
bytes RAM anda 115M-byte drive. Ac- 
cepts another 70M- 115M-byte drive. 
Introduced: April 1987 

Ship date: Fourth-quarter 1987 


Initial outlook for line: Aggressively 
priced IBM standards. Clone-blocking 
features include proprietary high-speed 
MicroChannel bus. Buyers get slightly 
improved PC-DOS 3.3 and promise 
OS/2 multitasking environment capable 
addressing 16M bytes RAM and, 
later versions, including Presentation 
Manager for the 286 and 386 models. All 
models come with math coprocessor and 
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Over 1,000 
The Software Product 
that tops B37, D37, 
Management 


all but the low end with fixed-disk drives. 
Current status: its first three 
months, the PS/2’s share IBM’s micro 
sales mainframe sites climbed from 
18% 40%, according Focus Re- 
search, Inc. the lower end, the PS/2 
Models through are selling 
Oppenheimer’s Elling reports. lot 
customers are waiting for the operating 
system, particularly the extended 


Product name: OS/2 Standard Edition 
Price: $325 

Specifications: Multitasking for 286 
and 386 CPUs, capable addressing 
16M bytes RAM 

Introduced: April 1987 

Ship date: Version 1.0: December 
1987; Version 1.1: October 1988 

Initial outlook: Joint development with 
Microsoft Corp. should downwardly 
compatible with PC, and soft- 
ware but eliminate upward compatibility. 
Version 1.1 wil! augment Version 1.0 
with Presentation Manager and window- 
ing. This update will free purchasers 
Version 1.0. 

Current status: Unexpected early de- 
livery Version 1.0 expected boost 
application development. The develop- 
ment kit sold May for $3,000 was slow 
and buggy, causing one third-party devel- 
oper “suspend all work until get 


decent Most have faith that Micro- 


soft will trim and debug the operating sys- 
tem adequately and schedule. 
much the PS/2 rides OS/2,” says 
George Best Systems Consulting. 


Product name: OS/2 Extended Edition 
Price: $795 

Specifications: include data base 
system and such communi- 
cations features intersystems intercon- 
nects and terminal emulation well lo- 
cal-area network (LAN) and Systems 
Network Architecture (SNA) gateway 
support later version. 

Introduced: April 1987 

Ship date: Version 1.1: November 1988 
Initial outlook: introducing 
machine without operating system 
IBM’s DGC’s Greenblatt says, re- 
ferring both OS/2s and the 9370 with- 
out VM. 


MAY 1987 


Product series: 4381 processors 
Model name: 4381 Processor Model 
Group 

Price: $225,000 

Specifications: Single CPU with 
16M bytes RAM and six standard chan- 
nels, rated 2.3 MIPS. 

Introduced: May 19, 1987 

Ship date: First-quarter 1988 


Model name: 4381 Processor Model 
Group 

Price: $350,000 

Specifications: Single processor with 
16M 32M bytes RAM, rated 3.3 
MIPS. 

Introduced: May 19, 1987 

Ship date: First-quarter 1988 


Model name: 4381 Processor Model 
Group 

Price: $530,000 

Specifications: High-end uniprocessor 
with 16M 64M bytes RAM and 52- 
nsec cycle time, rated 4.7 MIPS. 
Introduced: May 19, 1987 

Ship date: First-quarter 1988 
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Model name: 4381 Processor Model 
Group 

Price: $890,000 

Specifications: Dual-processor ma- 
chine with 64M bytes RAM, two 
64K-byte buffers and channels stan- 
dard, rated 7.8 MIPS. The high end 
more powerful than the 3090 Model 
120E. 

Introduced: May 19, 1987 

Ship date: First-quarter 1988. 


Initial outlook for series: Mid-range 
line uses 1M-bit chip and fills out gaps be- 
tween 4381 and 3090 processors. 
beefs IBM’s mid-range and puts them 
better position against says In- 
ternational Data Corp. (IDC) analyst 
Richard Mikita. 


However, storage limitations may de- 
mand replacement for the line 1989, 
according Arthur Little, Inc.’s Oscar 
Rothenbuecher. 


Product name: 3090 Model 120E 
Price: $985,000 

Specifications: Has about 75% the 
Model 150E’s performance 60% the 
price. The first 3090 mainframe priced 
below million. 7.5-MIPS model 
supporting 32M bytes RAM, expand- 
able 128M bytes. 

Introduced: May 19, 1987 

Ship date: September 1987 

Initial outlook: This model may get 
lost the overlap 4381 performance. 
but the 4381s will sell like pre- 
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dicts Rick Martin Sanford Bernstein 
Co. 


JUNE 1987 


Product name: VM/XA 
Price: Monthly fee $4,500; one-time 
charge $112,500 for processor Group 
and charge $216,000 for processor 
Group 
Specifications: operating system 
for IBM 370 computers, including 3090 
Model 600E. supports six processors, 
128 channels, 256M bytes main stor- 
age and bytes expanded storage. 
supports concurrent 370 operations 
addition allowing many four guest 
Continued next page 
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operating systems. Release will offer 
native SNA support. 

Introduced: June 11, 1987 

Ship date: March 1988 for Release 
first-quarter 1989 for Release 

Initial outlook: going contin- 
very well, and this product makes 
strategic operating system the in- 
formation system Rothschild 
analyst Charlotte Walker says. 


Product series: Netview Release 
Automates 
boot-up configurations target 9370s 
and permits network changes without 
shutting down the system. 

The 9370 machines manage alerts 
from workstations attached directly via 
aLAN. 


Product name: Netview Release 
MVS/XA, MVS/370 

Specifications: Allows entry Net- 
view commands and message display 
MVS operator console. 

Price: $37,650 for processor Groups 
and 30, with $1,255 monthly fee; 
$1,060 monthly fee for 370s 
Introduced: June 16, 1987 

Ship date: Fourth-quarter 1987 


Product name: Netview Release 
Price: $9,020 for processor Group 
$36,095 for Group 40, with $940 
monthly fee 

Specifications: Provides 
option that reduces direct-access storage 
device (DASD) requirements for distrib- 
uted Netview systems that not require 
alocal operator. 

Introduced: june 16, 1987 

Ship date: First-quarter 1988 


Product name: Netview VSE 

Price: $7,860 for processor Group 
$31,440 for Group 40, with $655 
monthly fee. 

Specifications: Supports VSE and pro- 
vides installation option that reduces 
DASD requirements. 

Introduced: June 16, 1987 

Ship date: Fourth-quarter 1988 


Product name: Netview/PC 

Price: $2,000 

Specifications: Supports Token-Ring 
and voice networks well non-SNA 
devices. 

Introduced: June 16, 1987 

Ship date: June 26, 1987 


Product name: Netview/PC Version 

Price: $2,200; Netview/PC users may 
upgrade for $200 

Specifications: Will part Systems 
Application Architecture (SAA). Handles 
Service Point Command Service and sup- 
ports Realtime Interface Co-Processor 
Multiport and V.24 and V.25 bis line- 
switching protocols. 

Introduced: June 16, 1987 

Ship date: December 1987 


Product name: Netview Access Ser- 
vices Version 

Price: $11,200 

Specifications: Allows users SNA 
terminals access multiple VTAM appli- 
cations concurrently. 

Introduced: June 16, 1987 

Ship date: December 1987 


Product name: Netview Network De- 
finer 

Price: Graduated one-time charges from 
$2,240 $8,960 

Specifications: Menu-driven, interac- 
tive network manager. generates Ad- 
vanced Communications Function (ACF)/ 
VTAM definitions for SNA and non-SNA 
devices and distributes them remote 
sites. 

Introduced: June 16, 1987 

Ship date: December 1987 


Initial outlook for series: These prod- 
ucts address several shortcomings IBM 
tems Consulting’s Best says, their 
networks are still not reliable they 
should need solution like 


Text Information Management System 


BASIS was the first software system 
developed specifically for the storage 

and retrieval large volumes textual 
information. Today, with over 800 instal- 
lations worldwide, BASIS remains the 
ultimate Text Information Management 
System (TIMS) available. Anywhere. 


Design flexibility makes BASIS 
software the ideal TIMS for 
diverse information manage- 
ment needs. 
From the boardroom, the newsroom, 
BASIS’ modular design offers flexibility 
tailoring the application the need 
Which why BASIS has helped auto- 
mate corporate and technical libraries, 
research and development projects, 
law offices, departments 
and agencies, financial and insurance 
ompanies, publishing concerns, edu- 
manufacturing 
primary resource 


DEC’s,” says analyst Rick Sherlund 
Goldman, Sachs Co. 

The Netview Network Definer im- 

portant flesh out Netview and ACF/ 
VTAM product lines. This product at- 
tempts facilitate fast adding and chang- 
ing IBM networking. 
Current status: “DEC still has big ad- 
vantage,” says Scott Smith, analyst with 
Donaldson, Lufkin Jenrette, Inc. 
view shows that IBM getting ready but 
still not shipping 


Product name: Network Equipment 
Technologies Corp. (NET) Integrated 
Digital Network Exchange (IDNX) prod- 
ucts 

Price: From $25,000 
$500,000 


BASIS ENABLES TEXT AND 

DATA RETRIEVAL FROM 
GROWING WORLD 
INFORMATION. SIMPLY. 
EFFICIENTLY. 


COMPUTERWORLD 


Specifications: Fault-tolerant 
speed voice/data managers, primarily for 
digital networks. 

Introduced: June 16, 1987 

Ship date: Fourth-quarter 1987, Model 
20; November 1988, Models and 70. 
Initial outlook: Not IBM product 
per se; the company will only market the 
multiplexers. IBM financing and 
jointly developing future NET products. 


Product series: ACF/VTAM Version 

Specifications: Version Release 1.2 
will allow 9370s 4361s multi- 
dropped. Supports X.25 communications 
both and allows peer-to-peer SNA X.25 
communications. The VM/SP version will 
support 9370 Token-Ring. Version Re- 
lease will support peer-to-peer commu- 


BASIS designed keep pace 
with your world information, 
and, without the constraint 
hardware 


Because BASIS portable, your applica- 
tions can run many computers, 
minimizing your hardware dependency 
applications increase size...an 
important consideration when you are 
evaluating software for your text infor- 
mation management needs. 


sophisticated BASIS may 
seem, remains system that 
simple use. 


Fast, efficient information retrieval 
possible even the largest databases. 
BASIS uses “fast path” indexing tech- 
niques, providing simple, yet powerful 
query facility that makes complex 
searching easy. Novice and casual users 
may retrieve information and generate 
reports using menus and simplified 
command statements. Advanced users 
compose freeform query statements 
and generate hoc reports using the 
English-like query and data manipula- 
tion language. help facility 
operates three levels expertise— 
beginner, advanced expert you 
always access 


in ries. 
fact, there really isn’t much BASIS 
> whe comes to text infor- 
gos 
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nications, incorporating the LU6.2 inter- 
face for low-entry networking. also will 
allow the use 9370 Token-Ring under 
VSE. 


Product name: ACF/VTAM Version 
Release 1.2 MVS 

Price: $6,235 

Introduced: June 16, 1987 

Ship date: First-quarter 1988 


Product name: ACF/VTAM Version 
Release 1.2 VM/SP 

Price: $3,525 

Introduced: June 16, 1987 

Ship date: First-quarter 1988 


Product name: ACF/VTAM Version 
Release 1.2 VSE 


Price: $963 
Introduced: June 16, 1987 
Ship date: Second-quarter 1988 


Product name: ACF/VTAM Version 
Release 

Price: $6,255 

Introduced: June 16, 1987 

Ship date: Third-quarter 1988 


Product name: ACF/VTAM Version 
Release MVS/370 

Price: $5,130 

Introduced: June 16, 1987 

Ship date: Third-quarter 1988 


Product name: ACF/VTAM Version 
Release VM/SP 
Price: $3,525 


Introduced: June 16, 1987 
Ship date: Third-quarter 1988 


Product name: ACF/VTAM Version 
Release VSE 

Price: $963 

Introduced: June 16, 1987 

Ship date: Fourth-quarter 1988 


Initial outlook for series: Suddenly al- 
lows both hierarchical SNA and peer-to- 


peer networking when used connection 


with IBM’s Network Control Program. 
May blunt DEC’s sales pitch that IBM 
networking requires shutting down for 
even minor changes. 

Current status: networking prod- 
ucts are nice, but don’t see hundreds 
people running buy them,” says Joanne 


CALL TOLL-FREE 
MGT 


Circle Reader Service Number 53 
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BASIS systems are easily imple- the first relational DBMS with 
mented, becoming quickly pro- full-text handling capabilities integrated 
ductive. And, that makes sense. with complete database management 
BASIS for your TIMS is the ease with mum data independence for program- 
which BASIS can implemented and mer independence DBMS 
tailored your existing applications 
environment. And, many MIS/DP 
managers have discovered; BASIS even BASIS and are both products 
provides applications opportunities for from the minds Information 
end users, thanks inte- Dimensions, Inc., subsidiary 
grated applications development facili- Battelle—since 1929, the 
disrupting systems operations. New files 
and record fields may added This proud heritage your assurance 
changed without reloading data. the BASIS and systems are truly 
representative the most innovative 
BASIS accurate, efficient, development software technologies 
and secure. available for TIMS and DBMS applica- 
Password tions. And, Information Dimensions 
database, index, record and field levels, MANAGEMENT SYSTEM. nical services and systems support, with 
tiality requirements your databases. VERY USER-FRIENDLY. 
like what BASIS can need know who, what, 
for TIMS, then love when, call 
what can for DEMS. NOW. 


Meehl Abington Marketing Associates. 


Product series: 3190 series display sta- 
tions and 3151 ASCII terminals 

Model name: 3191 Model and 
Price: $1,425 with one-year warranty, 
$1,525 with three-year warranty 
Specifications: Printer port, screen 
dump, 24- 32-col. display and key- 
board. 

Introduced: June 16, 1987 

Ship date: July 1987 


Model name: 3191 

Price: $1,725 with one-year warranty, 
$2,065 with three-year warranty 
Specifications: Models and with 
light pen. 

Introduced: June 16, 1987 

Ship date: August 1987 


Model name: 3192 Color Display Sta- 
tion Model 

Price: $2,095 with one-year warranty, 
$2,245 with three-year warranty 
Specifications: With 14-in. seven-color 
display, logic element, printer port, key- 
board, lines 132 char. 
Introduced: June 16, 1987 

Ship date: July 1987 


Model name: 3192 Color Display Sta- 
tion Model 

Price: $2,295 with one-year warranty, 
$2,620 with three-year warranty 
Specifications: Model with light pen. 
Introduced: June 16, 1987 

Ship date: August 1987 


Model name: 3194 display stations 
Price: $2,195 $2,895, $325 for 192K 
bytes add-in RAM, $325 for asynch- 
host interface 
Specifications: For attachment Sys- 
tem/36 9370. Standard with log- 
unit and 640K bytes RAM. Includes 
three keyboards plus one monochrome 
and three seven-color display options. 
Introduced: June 16, 

Ship date: August 1987 


Model name: 3151 ASCII terminals 
Price: From $399 $555, $50 for DEC 
VT22, 100 and emulation cartridge, 
$25 for Wyse Technology WY-50/50+ 
emulation cartridge 

Specifications: Entry-level and 80- 
132-char. models, all with native and 
non-IBM emulation modes. They can 
used with IBM ASCII hosts, including Se- 
ries/1 and PCs. 

Introduced: June 16, 1987 

Ship date: June 1987 


Initial outlook for series: “It’s about 
time,” DGC’s Greenblatt says. 
they have really put the pressure that 
market. These are not the traditional 
$300 terminals. Suddenly, the market 
competing features, not 
Current status: The market will remain 
slow because the lack new proces- 
sors that demand large numbers such 
terminals, Greenblatt says. 


Product name: Release 
Price: Graduated charges, from $28,000 
for the low-end 9370 $106,620 for the 
high-end 4381, with monthly fee 
$2,381 
Specifications: Minor functional im- 
provements but easy, menu-driven instal- 
lation and simplified user interface. 
Introduced: June 16, 1987 
Ship date: July 1987 

Continued next page 
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Initial outlook: IBM bills this 
small sites.”” The company hopes 
increase 9370 sales with it. 
“The idea that you won’t need 
systems programmer because 
the 9370 almost costs less than 
the systems says 
consultant Robert Kusch, presi- 
dent VM/Assist San Fran- 
cisco. 


Product name: VM/DSNX 
Price: Graduated charges, from 
$2,880 for the 9370 $11,520 
for the 4381, with monthly fee 
$240 

Specifications: 
software distribution and instal- 
lation from the central 
source. allows systemwide 
changes for 370s under VM/SP. 
Introduced: June 16, 1987 
Ship date: Second-quarter 
1988 

Initial outlook: IBM claims 
that will eliminate the need for 
programmers remote sites 
handle software changes. 


Product series: Personal Typ- 
ing System 


and nonimpact printer. 

Initial outlook for series: “It 
seems that the day the 
dedicated word processor has 
says Bruce Jenkins 
sell.” 

Current status: Dataquest’s 
Voss estimates sales through 
1987 between 12,000 and 
20,000. Early buyers are For- 
tune 1,000 firms. 


JULY 1987 


Product name: Convert- 
ible Model 

Price: $1,695 (simultaneous 
decrease price the Model 
from $1,695 $1,395; upgrade 
kit with backlit display and new 
power supply for $350) 
Specifications: Enhancements 
include backlit LCD screen, new 
power supply, drives and 
PS/2 compatibility. 
Introduced: July 1987 

Ship date: July 1987 

Initial outlook: portable 
line doesn’t have hard disk and 
compete with the Japa- 
nese products,” DGC’s Greenb- 
latt says. the price cuts 
don’t bring them down the 
same level comparable ma- 


The 8086-based Personal Typing System 


Specifications: Fundamentally 
low-end PS/2 Model for the 
secretarial set. The four models 
are all based 8086 CPUs and 
come with keyboard, software, 
monitor and printer. None 
available with fixed disk. Print- 
ers include familiar lift-off cor- 
rection system. 

Introduced: June 30, 1987 
Ship date: June 30, 1987 


Model name: Personal Typing 
System Model 

Price: $2,895 

Specifications: Monochrome 
display and impact printer. 


Model name: Personal Typing 
System Model 

Price: $3,295 

Specifications: Monochrome 
display and nonimpact printer. 


Model name: Personal Typing 
System Model 

Price: $3,330 

Specifications: Color display 
and impact printer. 


Model name: Personal Typing 
System Model 

Price: $3,730 

Specifications: Color display 


chines.” 

Current status: The enhance- 
ments have improved the 
Convertible’s acceptance the 
marketplace,” Dataquest ana- 
lyst Bill Lempersis says. 


AUGUST 1987 


Product name: PS/2 Model 
Price: $1,350 with mono- 
chrome display, $1,750 with col- 
ordisplay 

Specifications: 
based machine with integrated 
display, fixed-drive capability 
anda standard, single 720K-byte 
drive. 

Introduced: Aug. 1987 
Ship date: Aug. 1987 

Initial outlook: Candidate for 
high-volume purchases LAN 
station working off file and com- 
pute servers. 


Product name: PS/2 Model 
Collegiate 

Price: $1,883 with mono- 
chrome display, $1,938 with En- 
hanced keyboard, $2,338 
with color display, $314 for Col- 
legiate Kit 

Specifications: Model with 


Collegiate Kit (education appli- 


cations package with Microsoft 


Windows 1.04, IBM mouse, 
DOS 3.3, word processing and 
graphics), floppy disk drive and 
128K-byte Memory Expansion 
Kit. 

Introduced: Aug. 1987 

Ship date: Aug. 1987 

Initial outlook: IBM an- 
swer Apple Computer, Inc.’s 
Macintosh for the education 
market, standard with mouse- 
driven, fully integrated text and 
graphics programs. Although ag- 
gressive pricing and discounts 
create opportunities for 
the Model 25,” says senior ana- 
lyst Michael Goulde The Yan- 
kee Group, don’t think Apple 
has anything lose sleep over.” 
Systems Consulting’s Best dis- 
agrees, saying, “It definitely 
going give them presence 
the academic market the dis- 
counts are anything like Apple 
gives.” 


Product name: PS/2 Model 
80-311 

Price: $13,995, $6,495 for sec- 
ond 314M-byte fixed disk drive 
option 

Specifications: Designed 
shared device, standard with 
bytes RAM, Micro Channel 
architecture, 314M-byte fixed 
disk drive and zero- two-wait 
states. can accept additional 
314M-byte drive. 

Introduced: Aug. 1987 
Ship date: First-quarter 1988 
Initial outlook: Targeted 
puter-aided design and manufac- 
turing processing workstation, 
according analyst Robert 
Tasker The Yankee Group. 


SEPTEMBER 1987 


Product series: 3380 disk 
drive series 

Specifications: Third genera- 
tion devices has 4.5M byte/ 
sec. channels, faster seek times 
and double- triple-density 
drives. Both and series mod- 
els are direct-access storage de- 
vices. Seek times have been re- 
duced average msec for 
and msec for the mod- 
Introduced: Sept. 1987 
Ship date: October 1987 for 
drives; third-quarter 1988 for 
the new controllers (3990s list- 
below) 


Model name: 3380 
Price: $82,000 for drive, 
$59,000 for each drive 


Model name: 3380 Model 
Price: $128,000 for drive, 
$105,000 for each drive 


Initial outlook for series: 
“They showed that IBM was 
getting back what they’re 
good high-quality, high- 
volume, reliable, high-perfor- 
mance mass storage devices,” 
says The Yankee Group’s Lo- 
gan. 
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Current status: Since the 
PCMs expected the models, 
they should have their own out 
within six months, Porter pre- 
dicts, and will win back some 
customers attracted the tri- 
ple-density drives. 


Product series: 3990 drive 
controller series 
Specifications: Faster micro- 
processors and microcode will 
improve performance 10% 
60%, depending configura- 
tion, IBM claims. Models and 
can upgraded Model 
Introduced: Sept. 1987 


Model name: 3990 Model 
Price: $60,000 
Specifications: Two-path 
model with cache memory. 


Model name: 3990 Model 
Price: $110,000 
Specifications: 
model with cache. 


Four-path 


Model name: 3990 Model 
Price: $200,000 for 32M-byte 
cache G03, $312,000 for 64M- 
byte cache J03, $536,000 for 
128M-byte cache L03, 
$984,000 for 256M-byte cache 
Q03 

Specifications: Four-path 
model, with standard 48-hour, 
nonvolatile backup storage 
bytes data. Supports 
transfer rates 4.5M byte/sec. 


Initial outlook for series: Ad- 
dition third and fourth data 
paths will, according IBM, im- 
prove performance 30% over 
that 3880s. impor- 
tant that the quad-pathing in- 
creases the I/O,” Dataquest ana- 
lyst Louise Biggs says. 

Current status: IBM “play- 
ing catch-up cache memory 
with the 3990,” Disk/Trend’s 
Porter says. adds that some 
customers will hold off purchas- 
ing the new drives until these 
controllers are for 
the no-cache models, sees 
solid market “certain super 
high-performance 


OCTOBER 1987 


5363 System Unit 


System/36 


Introduced: Oct. 20, 1987 
Ship date: Oct. 30, 1987 


Model name: System/36 5363 
Model P10 

Price: $10,995 with preloaded 
operating system, $10,000 
without preloaded operating sys- 
tem 


Model name: System/36 5363 
Model P20 

Price: $12,095 with preloaded 
operating system, $11,100 
without preloaded operating sys- 
tem 


Specifications: 
with System/36 5360, 5362 and 
5364 System Units. Floor- 
standing system with byte 
main storage. 
mat-compatible 1.2M-byte, 5%- 
in. diskette drive. Addresses 
local and remote dis- 
plays printers. Model P10 has 
65M bytes integrated disk 
storage. Model P20 has 105M 
bytes integrated disk storage. 
Initial outlook for series: Re- 
places the System/36 PC, with 
performance falling between the 
5364 and the 5362. Includes 
embedded personal computer, 
which allows users save costs 
attaching dumb terminal, 
rather than PC, the system. 
David Andrews, president 
ADM, Inc., calls interim 
product carry the bottom end 
until Silverlake announced.” 


Product name: Knowledgetool 
Price: $950 monthly license fee 
Specifications: Software pro- 
gram for developing knowledge- 
based systems 370 environ- 
ments. Includes procedural 
capabilities PL/I, well 
constructs and infer- 
ence capabilities. Available for 
the following environments: 
CICS/OS/VS, IMS/VS, MVS/ 
XA, VM/SP and VM/SP/HPO. 
Introduced: Oct. 20, 1987 
Ship Date: December 1987 
Initial outlook: Applications 
developed with the product are 
compiled provide perfor- 
mance faster than that tradi- 
tional expert systems. 


Product name: VM/SP Re- 
lease 

Price: $500 monthly license fee 
one-time charge $7,740 
$30,950 (depending proces- 
sor size) 

Specifications: Enhanced ap- 
plication support, including file 
sharing, connectivity, high-level 
language support and SAA ser- 
vices. Natural language support. 
Security and bimodal CMS pro- 
gramming interfaces. 
Introduced: Oct. 20, 1987 


Ship date: December 1988 


Initial outlook: Running 
mainframe, the product opens 
the possibility CMS file shar- 
ing with 9370 running VM/IS. 
“The lack file sharing has been 
long-standing thorn the side 
users,” says Gabe Gold- 
berg, director technology 
Systems Group, Inc. 
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Low-end System/36 


Product name: CICS/VM 

Price: $1,500 monthly license fee, 
one-time charge $18,000 $72,000 
Specifications: Integrated CICS trans- 
action processing for VM/CMS systems. 
Host connectivity and remote data ac- 
cess. Departmental end-user interface. 
Introduced: Oct. 20, 1987 

Ship date: May 1988 for Release 
first-quarter 1989 for Release 

Initial outlook: The product fills 
gaps the 9370’s distributed processing 
lineup, with transaction processing capa- 
bilities, among other features. might 
not sustain more than transactions per 
minute, however, according The Yan- 
kee Group’s Tasker. 


Product name: VM/IS Release 5.1, in- 
cluding VM/IS Base Release 5.1 and 
VM/RSP 

Price: $2,381 monthly license fee, 
one-time charge $28,200 $106,620 
Specifications: VM/IS Release 
5.1 enhanced include VM/SP Release 
well additional product functions 
and migration aids from VM/IS Release 
Offers three optional packages: Transac- 
tion Processing Support, with CICS/VM; 
Support Services; and Application Devel- 
opment Support. Ease-of-installation fea- 
ture introduced for Network Package, 
which includes ACF/VTAM, Netview, 
VSE/VSAM and RSCS. 

Introduced: Oct. 20, 1987 

Ship date: May 1988, with the migra- 
tion aids shipping July 1988 

Initial outlook: The product provides 
increased ease installation and remote 
control features for the 9370. Analysts 
call necessary addition for filling out 
the capabilities. 


Product series: VSE/SP 
Specifications: Hardware support for 
4381 Model 21, and processors and 
for 3380 Model direct-access storage 
devices. Improved error recovery for the 
9370. 

Introduced: Oct. 20, 


Product name: VSE/SP Version Re- 
lease Modification Level 

Price: $2,160 monthly license fee, 
one-time charge $23,110 $76,475 
Ship date: December 1987 


Product name: VSE/SP Version Re- 
lease Modification Level 

Price: $2,608 monthly license fee, 
one-time charge $29,315 $102,740 
Ship date: March 1988 


Initial outlook: Priced the same pre- 
vious versions, these products provide 
support for 4381 and 3380 processors 
and peripherals. 


Product series: Netview 

Product name: Netview Performance 
Monitor (NPM) Version Release 
Price: Under MVS, $676 monthly li- 
cense fee (with initial license charge 
$3,120), one-time charge $22,950 
$36,720; under VM, $500 monthly li- 
cense fee, one-time charge $6,000 

Specifications: NPM on-line 
VTAM application, formerly known 
Network Performance Monitor. now 
includes support, communications 
and screen enhancements. 

Introduced: Oct. 20, 1987 

Ship date: December 1987 


Product name: Netview Distribution 
NOVEMBER 18, 1987 


Manager (DM) 

Price: Under MVS/370 MVS/XA, 
$1,920 monthly fee; under VM/SP, 
$1,440 monthly fee 

Specifications: Netview supports 
network extensions for end nodes, 
with System/36 intermediate node 
and end node (connected the cen- 
tral site via System/36 intermediate 
node) and with PC-DOS systems connect- 
the central site via System/36 in- 
termediate node. 

Introduced: Oct. 20, 1987 

Ship date: June 1988 for MVS host, 
September 1988 for node support, 
November 1988 for host 


Product name: Netview File Transfer 
Program Release 1.0 for MVS 


CICS USERS: 


DON’T 


Price: For MVS Base, $500 $1,500 
monthly license fee, one-time charge 
$15,000 $24,000; for MVS Advanced, 
$260 monthly license fee, one-time 
charge $7,800 $12,480 
Specifications: Successor File 
Transfer Program Version 2.2 for MVS. 
Offers new operating modes, request 
queuing, user interfaces, new operator 
commands and TSO user notification. 
Supports dynamic creation sequential 
target files, standard data compression 
and user exits. Advanced function set en- 
hancements include support for parti- 
tioned data sets, dynamic creation 
VSAM files and parallel transmission. 
Introduced: Oct. 20, 1987 

Ship date: April 1988 for MVS Base, 
fourth-quarter 1988 for MVS Advanced 


Initial outlook for series: The prod- 
ucts represent further beefing 
Netview’s functions. are neces- 
sary missing entities. These tweakings 
Netview are going continue infini- 
says Frank Dzubeck, president 
Communications Network Architects, 
Inc. 


Product name: 9750 and 8750 Busi- 

ness Communications Systems 

Price: Based price for the 9751 voice/ 

data controller, which ranges from 

$158,000 for 250-line Model 

$790,000 for 1,500-line Model 

Model system can support 20,000 

lines.) 

Specifications: Replaces Rolm Corp.’s 
Continued next page 


TAKE OUR WORD 


FOR IT! 


About The Monitor for CICS the systems programmer, operations and 
agers. While other monitors are shrouded 

and analyst-oriented output that only specialized per- 

AND can decipher the summary information, The MON- 
WERE BIG ADVANTAGES ITOR specifically designed make the 


ability see trends and take corrective action before 
problems occur the prime reasons for having 
the first place, and these users confirmed the 
fact that The MONITOR does this very well. The testimo- 
from these users were full praise The 
TOR. One user said, “The very well written 


BENEFITS USERS 
RAPID GROWTH 
OVERALL USER SATISFACTION 


WAS 8.90 OUT 


learn more about The Monitor, for 
your personal copy The Datapro Report, send 
the coupon call toll-free 800-227-8911 


(in Virginia 703-922-7101) 


‘wads 


PRAISE 


simplistic and graphically clear that anyone can 
stand what happening the CICS environment. 


TESTIMONIALS FROM USERS 
WERE FULL 


Almost 


aspect the product was mentioned. There were 


who lauded the Activity Display 
ever seen,” was what one user said. Another user 


Nam 
Tith 
Company. 


City 
Phone (. 


ability perform capacity plannin ng, and the 
these respondents. Low cost, use, and low 
resource utilization were candidates for high honors the 


Landmark Systems Corporation 
6551 Loi: ‘ourt 
Loisdale 


C Please send information [) Please send free, 30-day trial 
CO Please send The Datapro Report on The Monitor for CICS 


Springfield, 22150 


MVS/XA 
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without it.” Another replied, “The package excellent; 

only from the monitoring standpoint, but when 

' 
' 
' 
| ' 
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Central Branch Exchange (CBX) Models 
8000 and 9000. Features modular ar- 
chitecture. Uses the same 9000AE pro- 
cessor the Rolm CBX 9000. 
Introduced: Oct. 1987 

Ship date: March 1988 for the 9751 
Model 70, November 1987 for other 
models 

Initial outlook: The systems are capa- 
ble handling 70% more traf- 
fic than previous Rolm CBXs. The modu- 
lar architecture enables users upgrade 
capacity incrementally. 


Product series: Solutionpacs 


Currency Translation 


L Distribution Resources 
? 
Multicurrenc) 4 2 
Multic cy 


at 
Ledger 
and 


Financial 
Reporting 


“Accounts 
Receivable 


Inventory 
Management 


Canada) 


“= 


Product name: Solutionpac Office Se- 
ries, System/36 Edition, Version 

Price: Graduated one-time charges 
range from $6,810 $21,865 for Model 
5363 and from $13,610 $34,345 for 
Models 5360 and 5362. Prices vary ac- 
cording system configuration and op- 
tional software; monthly license fees and 
distributed system licenses available 
Specifications: Workstation 
ment options support PS/2 Models 50, 
and 80. Flexible office software options 
include the Composite Document Inter- 
change; this feature allows composite 
documents created Displaywrite/370 
and received Displaywrite/36 
printed and included other Display- 
write/36 documents with fully revisable 
text. 


Billing 


Introduced: Oct. 20, 1987 
Ship date: Fourth-quarter 1987 


Product name: Solutionpac Office Se- 
ries, Edition, Version 

Price: Graduated one-time charges 
range from $39,695 $111,510 for 
entry-level system and from $190,080 
$550,085 for large-scale system. Prices 
vary according system configuration 
and optional software; monthly license 
charges and distributed system licenses 
available. 

Specifications: Token-Ring LAN at- 
tachment PCs and PS/2s. Cross System 
Calendar Access under the Professional 
Office System. Optional inclusion Net- 
view and the Netview Network Definer. 
Distributed support through Distrib- 


Performance Measurement 


Manufacturing Dua 
Management 


Batch and Lotte, 
comple ate Capacity Planning 


Sales Reporting 


+ 
=” 


System 38/36 software can’t 


this many business functions, shift BPCS: 


why BPCS 
outselling all other 
integrated 38/36 software 
even MAPICS? 

distributors had only worry 
about inventory control, man- 
ufacturers about manufacturing, 
the business world would 
simpler place. But today more than 
ever, businesses are complex net- 
works interlocking functions. 

why every six business 
hours, another company chooses 
BPCS: integrated software for the 
IBM® System and System 36° 
that lets you manage different parts 
your business the same way. Its 
the choice more companies than 
any other integrated 38/36 busi- 
ness software. 
Modular for easy expansion. 

Each our integrated mod- 
ules puts another aspect your 


business operation under your 
control. You may choose use 
single BPCS start with 
the one you need most and add 
more your needs dictate. Either 
way, the BPCS modular design 
allows easy expansion. 


The worldwide SSA Affiliate 
network our secret 
service and support. 

Our Affiliate network hand- 
picked, worldwide team applica- 
tion experts who intimately know 
our software and your business 
requirements. Only SSA 
provide local support worldwide. 

We'll back the installation 
BPCS, and help you tailor your 
unique business requirements. 

And you have any questions 
about the operation, modification 
expansion BPCS, Affiliate 


the System 38/36 applica- 
tion software experts. 

SSA software company. And 
only make software for the 
System 38/36. That means every- 
thing our geared 
toward one goal help 38/36 
users get their companies running 
like clockwork. 

Call today and we'll send you 
more information what BPCS 
can for your company. 


CALL 1-800-MFG-3638 
SSA, 500 West Madison Street 


Chicago, 60606 
(312) 641-2900, Telex 
280379 SSA CGO 

IBM, MAPICS, System 36, System 38 are regis- 
tered trademarks of International Business 
Machines Corporation. 

SSA and BPCS are registered trademarks of 


will always there with solutions. Software Associates, Inc. 
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uted Support System Network Execu- 
tive. VM/IS Release 5.1 host software 
base. Composite document capabilities 
with Displaywrite/370 Release allow 
users include graphics output from the 
Graphical Data Display Manager. 
Introduced: Oct. 20, 1987 

Ship date: June 1988 


Product name: Solutionpac Netview 
Implementation, Networking Edition 
Price: Depends operating system and 
processor group; within Group 10, 
basic price $21,820 

Specifications: Supports installation 
planning, migration and tailoring. Net- 
work management productivity enhance- 
ments. Customer education and 90-day 
remote support. 

Introduced: Oct. 20, 1987 

Ship date: Nov. 13, 1987, for MVS/XA 
and MVS/370; first-quarter 1988 for 
VM; fourth-quarter 1988 for VSE 

Initial outlook for series: This prod- 
uct part the ongoing Solutionpac 
marketing effort, which aims provide 
solution for customers who need plan- 
ning, installation and service assistance. 


Product name: SAA Extension 

Price: Not available 

Specifications: CICS/MVS and 
IMS/VS data communications subsys- 
tems will participate the 370 SAA envi- 
ronment providing elements the 
Common Programming Interface (CPI) 
and enabling programming access the 
capabilities intelligent workstations. 
The CPI will have communications in- 
terface provide consistent application 
programming interface for writing appli- 
cations that require program-to-pro- 
gram connection. 

Introduced: Oct. 20, 1987 

Ship date: Second- and third-quarter 
1988 for documentation and reference 
manual 

Initial outlook: will the physi- 
cal network, and SAA good definition 
for the future logical Forres- 
ter Research’s Colony says. 
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Product name: OS/2 Extended Edition 
Version 1.0 

Price: $795 

Specifications: Includes features 
OS/2 Standard Edition, relational data 
base manager and communications man- 
ager. Multiple programming interfaces 
are also included aid the conversion 
DOS-based applications OS/2. 
Introduced: Nov. 1987 

Ship date: July 1988 

Initial outlook: Though the Extended 
Edition still many months away from 
delivery, the announcement dates and 
the delivery the Standard Edition De- 
cember will help users tolerate the gap 
between PS/2 and OS/2 availability. 


Product name: OS/2 LAN Server Ver- 
sion 1.0 

Price: $995 

Specifications: Provides LAN support 
interconnected OS/2 Extended Edition 
Version I.1 and PC-DOS workstations 
Token-Rings and Networks. 
Introduced: Nov. 1987 

Ship date: November 1988 

Initial outlook: The server provides 
migration path from PC-DOS with IBM’s 
LAN Program OS/2 Extended Edi- 
tion. 
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THE NEXT MONTHS 


ALAN RADDING 


has traditionally not made easy for 
most users identify with assurance 
and well advance exactly what the 
firm’s product direction going be. 

result, core highly knowledge- 
able IBM watchers analyzes and interprets ev- 
ery statement issued from Armonk, much the 
CIA’s Kremlin watchers analyze every word 
Mikhail Gorbachev speaks and interpret the 
meaning everything said left unsaid 
Pravda. 

Computerworld Extra surveyed leading 
IBM watchers what products could ex- 
pected during the next year. 

The group included Robert Tasker, chief 
computer analyst for The Yankee Group Bos- 
ton; Per Flaatten, information technology re- 
search manager for Arthur Andersen Co. 
Chicago; Frederic Withington, independent 
consultant from New York; Dale Kutnick, exec- 
utive vice-president for research the Gartner 
Group, Inc. Stamford, Conn.; Walter Ulrich, 
partner Coopers Lybrand Houston; 
Thomas Davenport, director research for the 
Index Group, Inc. Cambridge, Mass.; Patricia 
Seybold, president Patricia Seybold’s Office 
Computing Group, Inc. Boston; and Shaku 
Atre, president Atre International Consul- 
tants, Inc. Rye, N.Y. 


Summit the next-generation 
mainframe. 

WITHINGTON: expect will 370 witha 
front-end communications processor and 
back-end field processor, with attached special- 
ized processors.” 

Summit will more highly involved ar- 
chitecture with the 370 The 370 
processor will not replaced but into 
the background.” 

The fully developed machine will four 
years coming; IBM will move that direction 
“by before then. year, there 
will one two Summit modules, such 
communications processor, parallel scientific 
processor relational data base processor. 
Summit won’t single, monolithic replace- 
ment for the 3090 but series high-perfor- 
mance modules added the 3090.” 

the top the IBM line, the company will 
announce some kind supercomputer, proba- 
bly mini-size supercomputer rival other 
vendors’ million machines, “maybe 
year.” 


FLAATTEN: don’t see much happening with 


Radding is a Boston-based author specializing in business 
and technology. 
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Summit next year, maybe announcement. 
It’s pretty far into the future.” “bigger and 
better box,” compared with the current high- 
end machines, anticipated but nothing rad- 
ical. Improvements memory and channels are 
expected, probably the usual 20% performance 
improvement. 


TASKER: “Yes, Summit coming, but 
Christmas.” The announcement should come 
the third quarter 1989. 

Summit will offer 30% 40% price/per- 
formance increase. will contain 4M-bit chip 
and eight-way greater (up 10-way) pro- 
cessor with front- and back-end processor. 

For Summit, there will good market de- 
mand, but will not overwhelming. IBM 
must make the transition for its 3090 users 
“smooth and transparent.” The initial custom- 
ers will the 3090s’ biggest customers. 
“There hard-core cadre big users who 
will place immediate 


KUTNICK: “I’m not expecting announce- 
ment Summit until late 1989.” 


DAVENPORT: weren’t sure they need- 
the 3090. sense there will the same re- 
luctance about Summit when finally 
Eventually, the big 3090 users will make the 
transition Summit, which will incre- 
mentally more powerful machine. 


the 3090 upgrade biding time 
until Summit. 

DAVENPORT: “From the initial announce- 
ments, it’s quite possible see [an upgraded 
3090] the next year. This seems like the right 


KUTNICK: expect performance upgrade for 
the 3090 this year. performance upgrade for 
the models should come particularly quickly, 
because the new boards [for the models] are 
already easily upgradable.” far reaching 
100 million instructions per second (MIPS), 


TASKER: think see upgrade. They 
have array new chips.” milk the end 
the life cycle the 3090s, IBM will upgrade toa 
2M-bit chip but will hold off from going all the 
way chip. won’t quite make 
like Summit.” For the same reason, upgrade 
the 3090 eight-way processor not ex- 
pected. 

Instead, 20% 30% performance kick- 
will put the 3090 more than MIPS. 
The upgrade may come the end 1988, bu- 
tit more likely arrive the first quarter 
1989. 


FLAATTEN: “Depending upon what you want 
call it, there will upgrade price de- 
crease. Either way, you end with price/per- 
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formance gain for the 3090.” 

There for [an upgraded 3090] 
with much power they can possibly cram 
with the cooling restraints.” many 100 
shops might order such machine tomorrow. 
IBM not likely extend the machine high 
100 MIPS. more likely for 


WITHINGTON: certainly see expanded 
3090,” but will two-step process over the 
next four years. Ultimately, IBM will increase 
processing speed factor through the 
use superconducting connections between 
chips. The result could 300- even 400- 
MIPS machine. 

start, however, faster conventional mod- 
els should appear beginning 1989, with su- 
perconducting 3090 1991. “IBM acceler- 
ating its semiconductor 


the low-end 9370 consensus. 
TASKER: will extend the 9370 down- 
ward the next six months and extend up- 
ward the next months.” 


WITHINGTON: “There will low-end 9370] 
for the same reason DEC moved little VAX: 
because the network 


architectural standpoint.” The primary motiva- 
tion the demand for the desk 
with the 370 it.” low-end 9370 would ac- 
cepted the market, but this small niche, 
systems 


KUTNICK: unlikely with low- 
end 9370. They’re more likely with 
CMOS, like DEC.” The reason that IBM can- 
not cost-effectively build low-end machine us- 
ing current technology. 9370 Model 
already underpowered.” 

Expect CMOS version late 1988 that will 

hailed IBM Microvax killer. The ma- 
chine, however, really the mid-range. 
They don’t need end.” 
ULRICH: “They will follow with better pri- 
ce/performance, but whether there will 
9370 desktop not the next year and half, 
but maybe not after that.” 


FLAATTEN: “There demand for something 
outperform the [Model] the same 
price, but least couple years away.” 


SEYBOLD: will definitely extend the line 
downward, but can’t guess the timing. 
will overlap with Silverlake.” 


the System/36 and 

follow-on. 

SEYBOLD: definitely coming 1988, but 

not before The machine will com- 

bine the data base capabilities the System/38 
Continued next page 
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with the ease use the System/36. 
Silverlake will serve the upgrade for 
both machines. result, expect 
TASKER: “Silverlake being referred 
convergent machine, Silverlake will share 
acommon operating system with both the 
System/36 and machines, including 
certain code and functions. expected 
offer enhanced communications. Orga- 
nizations 100 people fewer that have 
System/36 and not need 3090 
will Silverlake. top out the 


When your end-users complain about response 
time, you can sure that 
has plopped down your 3270 network. 

get the big and burdensome Sloresponsasaurus 
off your network, you can spend great deal money 
(and time) hardware upgrades, you can easily 
and quickly improve response time adding one 


THE will give way the PS/2. Initially, 
there will software support for the AT, but 
IBM will expect users make the transition, 
ultimately, the PS/2. 


WALTER ULRICH 
COOPERS LYBRAND 


38, and you have place 

FLAATTEN: “The Rochester, N.Y., lab 
has been working nothing else but Sil- 
verlake. Still, before it’s actually an- 
nounced, you never know. don’t think 
will The official announcement 
should come early 1988, with first de- 


= 


BMC Software. 


85%. 


Sloresponsasaurus (slo-re-SPONS-a-SAU-rus) 


liveries toward the end next year. 

The machine will successor 
with possible 36-compatibility mode.” 
Rather than have common operating 
system, will advance the System/38 
without leaving System/36 users out 
the cold. doesn’t have anything 


the data stream optimization products from 


3270 SUPEROPTIMIZER™ for CICS and for IMS 
outbound and inbound data streams 50% 


3270 SUPEROPTIMIZER/TSO™ reduces outbound 
and inbound data streams 20% the 
optimization already done ISPF. 


BMC Software, 3270 OPTIMIZER/VM™ reduces outbound data 
MVS, MVS/XA_ [LICICS under DOS/VSE the way to get Sloresponsasaurus off your Notwork. 
Free Trial, clip and mail the coupon, call BMC 
Software. 
the USA (713) 240-8800 

City State/Prov. Zip/PC.. 
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going for it” far upgrading con- 
cerned. anything, the new machine will 
look like 9370 and use the same peri- 
pherals but with different CPU. 


ULRICH: System/36 and aren’t 
well-positioned anymore. Something has 
Silverlake will provide mi- 
gration path for and users. IBM 
sensitive these users. The System/36 
and have too many customers, making 
the market too large abandoned 
ignored. 


KUTNICK: will true hy- 
brid.” From internal operating stand- 
point, the machine will more like Sys- 
System/36, but will 
retain some System/36 characteristics. 
The machine will have SAA 
[Systems Application capa- 
bility and utilize SQL.” 


DAVENPORT: would clear 
least half the confusion. Unfortunately, 
the and are not one line. They are 
not very There lot ad- 
herence the System/38 architecture 
within IBM, but “the stands alone 
the rest the 

would useful IBM made Silver- 
lake like with upgraded 38- 
type but most experts expect the 
machine System/38 upgrade with 
System/36 emulation. Overall, the and 
lines represent growth segment for 
IBM. “When you are talking about the 
370 line the future, the 9370 where 
the interest is.” 


WITHINGTON: where IBM 
promises the and come together 
some way.” Don’t expect single proces- 
sor. Instead, the machine will follow the 
System/36 38, with emulation the 
other machine degraded mode.” 
The new machine likely Sys- 
tem/38 with System/36 emulation 
help users they don’t have switch 
cold turkey.” 


the multiuser PS/2 the jury 
still out. 

WITHINGTON: won’t mul- 
tiuser PS/2 they can sell the [Sys- 
tem/36] and machines 


DAVENPCRT: market still digest- 
ing the power the PS/2 line. The jury 
still out how much multiuser capability 
the current line has.” Because that, 
don’t expect IBM tinker with the PS/2 
line the coming year. 

far the original lines go, “the 
and are pretty much gone except 
for the clones. the office standard, the 
should stay for another few 
The departure the the face the 
PS/2 may not graceful. will 
period two separate 


KUTNICK: far power, the PS/2 
well beyond the Don’t ex- 
pect multiuser version power in- 
crease the next year. 


ULRICH: “Users have 
thirst for computing power.” The PS/2 
line will upgraded, but not the next 
give way the PS/2 system because 
“customers recognize the need for more 
horsepower.” Initially, there will soft- 
ware support for the AT, but IBM will 
expect users make the transition, ulti- 
mately, the PS/2. 


FLAATTEN: little bit hesitant 
make any prediction while waiting 
Continued next page 
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JACK VAN KINSBERGEN 


typical large user will 1989 have in- 

stalled 1,000 million instructions per 

second (MIPS) CPU power well 

10,000 megabytes (10G bytes) main 

storage and 6,000 megabytes (6G bytes) di- 

rect-access storage device (DASD) storage. 

The ratio DASD MIPS will 6-to-1 
1989; was 3-to-1 1984. 

Users need predict when new 


CPU power. major part the decision in- 


volves financing: evaluating lease vs. buy. 
regular signposts that can reli- 
able decision making. 

How many people have acquired CPU very 
late its product cycle and ended either be- 
ing stuck with unable acquire new hard- 
ware because the financing arrangement 
the current equipment? 

The issue define CPU’s useful life and 
secondary market value such that you can mini- 
mize budget impact but maximize your flexibili- 

key component determining the useful 
life the current equipment. This value 
function three items: 

the current capacity will hold out. 

What the organization’s policy staying 
technologically current. 

quickly the vendor will introduce new 


HOW many people have 


CPU late tts 


product cycle and ended 
being stuck with 


Two premises help forecast the future 
IBM processors. First, the introduction pro- 
cessors driven requirement maintain 
factory capacity support revenue. Second, 
market values for used equipment are direct 
function the introduction new equipment. 

New equipment from IBM goes through four 
stages useful life: 

Stage The product full production 


IBM, and there successor announced. 


Stage two. IBM has shipped the succeed- 
ing-generation computer first customer. 

Stage three. The succeeding-generation 
machine has achieved full production; that is, 
the new generation has reached its first stage. 

Stage four. third-generation machine 
has reached its first stage. 

announcement date not mentioned 
because not important the first cus- 
tomer shipment the state full production. 
That is, the announcement date does not 
change the availability constraints current 
equipment; there replacement available. 

The secondary marketplace puts different 
value CPU product each stage. the 
first, the product worth approximately 85% 
the second, the current system still worth 
60% 70% its price, since the new CPU 
not readily available. The secondary market for 
the current system drifts off rather than plum- 
mets, primarily because the system still the 
most available processor. 

the third stage, the CPU down 30% 
40% IBM’s price, since new system 
readily available. this point, the marketplace 
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adjusts the price/performance curve for the old 
system. And the fourth stage, the old system 
practically worthless now two genera- 
tions behind. 


Look smart 

you can predict when IBM will reach peak 
production next-generation CPU, you can 
judge when the market valuation installed 
CPU will fall 30% 40%. order accom- 
plish this, you need look IBM product his- 
tory. There are three key points established for 
each product line: 

Announcement date. 

First customer ship date. 

Onset full production. 

For the 360, 370 and 3030 series, the pro- 
duction cycles occurred every four years with- 
out fail: 1967, 1971, 1975 and 1979. The an- 
dates and first customer ship dates 
varied from those four-year patterns, but IBM 
still made its production targets. 

you look, for example, the 370/155 
370/165 terms the four-year cycle, you 
would anticipate announcement 1968. Ac- 
tually, 1968 IBM announced the 360/85 and 
360/195, systems that were less than success- 
ful. fact, when the 370/165 finally surfaced, 
was merely 360/85 renamed. The other 
anomaly for the expected product in- 
troduction for 1976. The 3030 announcement 
did not occur until 1977. 

The that IBM will always hit its pro- 
duction cycle dates but will not announce until 
knows ready announce. fact, there will 
enough parallel engineering activity going 
that even IBM changes its mind, will still 
make its production dates. 

Mainframe product lines will last eight years 
and will have two major announcements apiece, 
the second which mid-life kicker. Each 
succeeding machine the high end will 
roughly twice powerful its predecessor. 

IBM will maximize its CPU production ap- 
proximately every four years, although the 
schedule might accelerating slightly. An- 
nouncements should follow the pattern, but the 


will sometimes fail, IBM will not an- 


nounce before ready. 

user should project useful life and residual 
value CPUs such that the value falls rough- 
30% about the time IBM expected intro- 
duce its next system. 


The later, the steeper 

The point that the later the product cycle 
you acquire system, the steeper the deprecia- 
tion line must order reach the 30% 
point. that point, should easy deter- 
mine whether the depreciation line makes pur- 
chase advisable whether lease rental 
more appropriate. Late product’s life, 
might appropriate buy used machine 
tide you over rather than make the commitment 

many cases, users have stumbled evalu- 
ating the financial considerations associated 
with the acquisition new equipment. The big- 
gest impact the inability move new tech- 
nology when becomes available. 

IBM manufacturing-driven company and 
makes its money from mainframe systems. 
you understand this point, you can evaluate al- 
ternative hardware configurations not just 
point view but from acqui- 
sition point view well. 


Van Kinsbergen is senior vice-president and chief techni- 
cal officer Boole and Babbage, Inc. Sunnyvale, Calif. 
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for Microsoft deliver OS/ 
2.” IBM wants make its 
proprietary, which would mean 
taking over the operating sys- 
tem from Microsoft Corp. es- 
pecially company signifi- 
cantly late delivering OS/2. 
This scenario, however, “‘is far 
the future.” 


SEYBOLD: will mul- 
tiuser version, least man- 
ager version: server for local 
network.” mid-1988, the OS/ 
applications will start being an- 
nounced, along with OS/2 
version for the LAN Manager. 

Third-party vendors are like- 
support the family be- 
cause its large installed base, 
but IBM will migrate business 
users the PS/2 line the next 
two three years. 


new release DB2 
great expectations. 
ATRE: will have DB2 Re- 
lease early 1988, February 
March.” then the installed 
base will have grown from 
1,600 2,000. 

The new release will correct 
some shortcomings the cur- 
rent version, particularly refer- 
ential integrity. Just signifi- 
cantly, don’t expect any 
announcement concerning 
Star Starburst distributed 
data base features 1987. IBM 
may announce next month when 
OS/2 Extended will available. 

Possible upgrades DB2 in- 
clude QMF, which can used 
for queries and report genera- 
tion, and ECF, which connects 
micros mainframes through 
SQL. The announcement 
QMF may come the first half 
1988, and the announcement 
ECF may made the sec- 
ond half the year. 


SEYBOLD: “There will 
gradual migration distribut- 
data base-by 1990.” IBM will 
take intermediate steps, enhanc- 
ing and upgrading DB2. 

TASKER: “Surely there will 
upgrade coming. expect 
some activity the next 
months.” IBM may rebundle 
anew version DB2 the MVS 


operating system. 


WITHINGTON: “There will 
some kind upgrade, but don’t 
know what. DB2 IBM’s dar- 
ling.” IBM will pour every re- 
source into improved version, 
but such software would need 
better hardware support than 
currently available. need 
something run faster, may- 
parallel 


upgrade terms ancillary fea- 
tures” such improvements 
speed, data dictionary and se- 
curity. major overhaul the 
program, however, unlikely. 
will quite while before 
you see, for instance, airline res- 
ervations DB2.” 


KUTNICK: “You can expect 


“YOU can expect 
upgrade 
DB2 every six 
nine months.” 


DALE KUTNICK 
GARTNER GROUP, INC. 


upgrade DB2 every six nine 
months.” 1988, there should 
25% performance boost, im- 
provement referential integri- 
and better security. 


FLAATTEN: “An upgrade 
coming, with some increase 
performance.” Regarding ru- 
mors repository beta test 
Europe, disbelieve Europe- 
rumors but not totally. It’s 
badly needed, but they’ve cried 
wolf many times.” 


MVS expert system 
it's the works. 

ATRE: don’t expect MVS 
expert system this year. IBM 
has its hands full with SAA,” 
which still phantom program 
itself. The problem with IBM’s 
expert systems, general, 
that they require too large ma- 
chine. State-of-the-art develop- 
ers who use expert systems 
their work machines. 


KUTNICK: won’t see ex- 
pert system next MVS al- 
ready has expert system that 

Continued next page 
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fits underneath it. What you will 
see automated operations late 
1988 early 1989. 


DAVENPORT: plan was 
put expert The 
system may well beta test 
now and may very likely seen 
1988. 


WITHINGTON: “They already 
demonstrated expert system 
for MVS the Yorktown 
Heights, N.Y., research facility 
several years ago,” and ex- 
pert system applied schedul- 
ing will coming soon. 


TASKER: expect expert 
DEC.” version MVS with 
the expert system should 
available during the second quar- 


ter 1988 early that sum- 
mer. 


SEYBOLD: “An expert system 
makes Artificial intelli- 
gence already use the 
diagnostics. IBM under 
pressure improve its expert 
systems. “Expert systems peo- 
ple are not enthusiastic about 
IBM’s 


the future the Cross 


System Product (CSP) 
what future? 

TASKER: 
CSP are and should 
coming the next six months. 


SEYBOLD: the platform 
the future. DEC doesn’t have 
anything like it.” Silverlake will 
the first machine built for the 
SAA architecture. 


WITHINGTON: “SAA effec- 


Invest EMC. 


With the uncertainty surrounding IBM's next move 
the mainframe area, adding few more years your system's 
productive life will pay dividends for you down the road. 
why buy new system, when EMC's main storage upgrade 
gives you the performance you need make your current 
system your future workhorse. With EMC you save 30% over 
comparable IBM upgrades, which means buying time now for 
your 308X has never been better decision. The simple "plug 
and play" design EMC's upgrade makes improving the 
performance your system easy adding sand 
hourglass. 


Maximize Your Savings. 

EMC uses state-of-the-art technology and production 
methods offer our 308X upgrade 30% lower cost than 
IBM. 16MB upgrade from 


IBM priced $160,000. For 
EMC that same price you could buy 
24MB EMC main storage. 
That's additional 8MB 
IBM main storage savings 


$50,000. Either way 
you save with EMC. EMC 
also features coterminous 
leases and trade-up credits 
the return your 
investment continues 


$160,000 Expenditure after your purchase. 


Improve Performance. 

increasing your 308X's main storage capacity, you will 
improve system response time and increase your users' 
productivity. 


EMC's 308X upgrades are 100% hardware and software 
compatible with IBM 3081, 3083, and 3084 CPU's. Upgrades 
are provided 16MB increments and run all IBM diagnostics. 
Use EMC upgrades will have affect your IBM 
maintenance. 


Add Reliability. 


guarantee the most uptime possible for your 308X 
system, our upgrades use pre-tested logic components. Then 


they are subjected 100-hours test and burn-in procedures, 


which include qualification one our own 308X 
computers prior shipment. 

EMC the leading independent manufacturer main 
storage upgrades and other system enhancement products for 
mainframe and mid-range computers. All EMC products are 
our worldwide network sales and service 
offices. 


Call EMC. 
you're interested buying time for your 308X system, 
call EMC today 800-222-EMC2 for your 


Our 308X upgrade the "midlife kicker" that saves you 
money and improves your 308X's performance. 


For more information, call today: 
1-800-222-EMC2 
(In MA: 617/435-2541) 


EMC 


The System Enhancement Company. 


IBM is a registered trademark of International Business Machines Corp. 
Copyright 1987 EMC Corporation 
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tively replacement. IBM will 
with There may some en- 
hancements CSP, just satis- 
existing customers, but 


not the main thrust.” 
DAVENPORT: 
much about CSP. SAA the cur- 


rent buzzword.” IBM may drop 
CSP favor SAA, “‘but some 
group IBM hard work 
CSP.” Enhancements may show 
the near future. 


KUTNICK: must become 
more like SAA.” CSP needs 
better interface and more fea- 
tures. There will continual re- 


“SAA giving 
friends 
range argu- 
ments against 
DEC.” 


ARTHUR ANDERSEN CO. 


leases with advances both CSP 
and SAA. 


FLAATTEN: tough call. 
have low opinion be- 
cause hard work with. 
Some enhancements are likely 
between now and the end 
1988. 

SAA the critical develop- 
ment the long term. “SAA 
giving IBM’s friends the cor- 
porations range arguments 
against DEC.” 

With the steady development 
SAA, IBM proponents within 
its large corporate accounts can 
deflect criticisms from DEC pro- 
ponents. 


ATRE: “The problem with CSP 
that not really integrated 
with other products.” CSP 
older product from the 8100 
world, but will stick around for 
least another year. 

“Tt not strategic product 
for 

Ultimately, CSP may give 
way SAA, but that years 


away. “SAA still concept 


somebody’s mind. The only 
thing paper pages, which 
they gave out May.” 


the Series/1 the 
end here? 

SEYBOLD: “Not much hap- 
cations processor. 
DAVENPORT: “It’s primarily 
data communications control- 
communications rather than 
computing. There one scenar- 
which the life the Series/1 
may prolonged: 

desktop devices continue 
proliferate, there in- 
creasing need for the function [of 

order fulfill that func- 
tion, the Series/1 would have 
upgraded, particularly 
terms the number ports 
housed 
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How Buy Time for Your 


IBM’s worldwide manufacturing empire 


manufacturing plants are located many parts the world serve regional markets development facilities 
are associated with most the plants product design with manufacturing 


Toronto: National language 

and programming support 
Endicott, N.Y.: Printers, 
small and intermediate systems, 
software products, metalized 
ceramic substrates and modules, 
board and card printed-circuit 


packages 


Rochester, Minn.: Interme- 
diate general-purpose systems, 
related programming, low-end 
storage 


Boca Raton, Fla.: Low-cost 
personal computers, small sys- 
tems, modular products, special 
applications 


Owego, N.Y.: Avionics sys- 
tems and processors, command 
and control systems, electro- 
Magnetic systems 


Guadalajara: Personal comi- 
puters 


Houston: Space Shuttle pro- 
grams and on-board software, 


Austin, Texas: Low-cost per- 
sonal computers, workstations, 
electronic card assembly 


Westlake, Calif.: Space sur- 
veillance data processing 


part IBM exhibiting 
more fundamental signs 
change 1987 than manufac- 
turing. Massive redeployment, 
the closing and reassigning 
plants and new emphasis 
production efficiency are all part 
the restructuring the com- 
pany’s multibillion-dollar manu- 
facturing infrastructure. 
During the five years, 
IBM has invested $20 billion 
equipment and property. 
IBM’s revenue not keeping 
pace with such expenditures, 
and many the plants are oper- 
ating below capacity. 
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Kingston, N.Y.: General-pur- 
pose distributed systems, engi- 
neering and scientific proces- 
sors, display terminals, graphics 


mission control center software 


Stations 


ystems, operating systems 


Bromont: Electronic circuits, 
substrates 

Burlington, Vt.: Semiconduc- 
tor components 


Poughkeepsie, N.Y.: Large- 


scale processors, operating sys- 
tems, related subsystems. 


Tucson, Ariz.: Magnetic tape 
subsystems, disk storage devices 


Sumare, Brazil: Direct-ac- : 
cess storage devices, magnetic 


tape, mid-range system work- 
stations 


Santa Teresa, Calif.: Pro- Martinez, Argentina: Direct- 
gram products and programming access storage devices, magnetic 
device support tapes, printers, typewriters 


San Jose, Calif.: Disk storage | 
devices + Bogota, Colombia: ** 


Faced with this situation, 
IBM’s only choice cut ex- 
penses. would like re- 
duce overhead 20% 30%,” 
says Heinz Fridrich, IBM’s di- 
rector manufacturing. 

meet this goal, IBM has 
transferred more than 15,000 
manufacturing employees 
marketing service divisions. 
reducing the proportion 
managers from 12% the man- 
ufacturing work force 8%. 

IBM has closed plant 
Greencastle, Ind., marking the 
first time that facility was dis- 
continued rather 


Greenock, Scotland: Work- 


East Fishkill, N.Y.: Semi- 
conductor components and multi- 
layer ceramic substrates 


Gaithersburg, Md.: Commu- 
nication network systems, air 
traffic control, global position- 
ing system, special information 
systems, complex systems soft- 
ware 


products. communications pro- 
gramming 


2 


Manassas, Va.: Submarine 
systems, signal processors, mili- 


Raleigh, N.C.: Telecommuni- 
\ cations. workstations 


Lexington, Ky.: Typewriters, 


printers, keyboards 


Charlotte, N.C.: Printers, 
finance products, copiers, elec- 


tronic cards 


THE $20B INVESTMENT 


signed. Plants Boulder, Colo.; 
Hannover, West Germany; and 
Amsterdam have been reas- 
signed nonmanufacturing 
roles. 

IBM has also added three 
Rolm Corp. plants its manu- 
facturing facilities continues 
absorb the telecommunica- 
tions company. The additions in- 
clude plants Santa Clara, 
Calif.; Colorado Springs; and 
Austin, Texas. 

Besides transferring workers 
and reducing the number IBM 
plants (from 35), the manu- 
facturing divisions are consoli- 
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Hursley, England: Advanced 
display technology. disk storage 


Havant, England: Direct- 
access storage devices 


Jarfalla, Swedex: Small 
printers 
Berlin, East Germany: 
fp Direct-access storage devices 
Hannover, 
West Germany:** 


DPSS 
Sindelfingen, West Germa- 


programming 


Boeblingen, West Germa- 
ny: Medium-scale computers, 


operating systems, printers, 
banking products, semicon- 
ductors 


Vimercate, Italy: Direct- 
access storage devices 


Santa Palomba, Italy: Mid- 
range systems : 


Mainz, West Germany: 
Direct-access storage devices 


La Gaude, France: Signal 
processing data commumications, 
data networks, communication 

controllers 


Valencia, Spain: Direct- 
access storage devices 


dating moving production 
lines out some plants 
others that are working below 
their capacity. For example, pro- 
duction IBM’s Proprinter line 
was moved from Charlotte, 
N.C., one the company’s 
most automated plants Lex- 
ington, Ky. 

The focus efficiency also 
seeking cut overhead re- 
ducing the number workers 
required each production line. 

One result the reductions 
the loss experienced manufac- 
turing workers other divi- 
sions. move young 
engineer with three years 
with the company marketing, 
creates hole manufactur- 
ing. have fill that somehow,” 


ny: Technology for applications 


Fujisawa: Noncoded informa- 
tion systems, general-purpose 


asynchronous and mainframe 
interactive displays 


Plants and 
Development labs 


**Discontinued 
plants 
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Fridrich says. 

the midst these changes, 
Fridrich trying establish or- 
der. did over the last 
months put some real 
structure place and develop 
measurable goals. tried con- 
solidate all the things that 
doing that everyone can 
look and agree upon how 
well being accomplished,” 
says. 

Fridrich hopes the major 
changes from the consolidation 
are behind him. have lose 
four plants every year, pretty 
soon out plants. was 
important direction, but now 
pretty much through the 
consolidation 

MICHAEL SULLIVAN-TRAINOR 
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REMAKING MVS 


STEVE PIGGOTT 


hen the folk singer Melanie asked 

the question, have they 

done song, Ma?” the early 

1970s, she could well have been 

echoing the sentiments present- 
day IBM program developers. 

But while the distinctive-voiced chanteuse 
couldn’t see why her fellow artists needed 
add their own embellishments her simple 
melody, IBM slowly beginning appreciate 
why its customers insist providing their own 
variations well-tried and tested products. 

IBM’s principal operating system, Multiple 
Virtual Storage (MVS), together with its two 
major subsystems, Job Entry Subsystem (JES) 
and Time Sharing Option (TSO), are especially 
open tinkering. 

But surprising that operating sys- 
tem consisting millions lines code fails 
meet all the demands its user base close 
20,000 customers? surely unrealistic ex- 
pect any complex piece software its purest 
form meet the diverse needs its users, and 
this end, IBM provides host user exit 


points within its software users can 


greater functionality, usability security into 
their systems. 
These provisions are fine far 
they go, but MVS users still find 
the need tinker with the actual 
code supplied IBM and 
add routines their own or- 
der finish with system 
that meets all their require- 
ments. IBM strongly discour- 
ages users from making direct 
alterations its code, but 
many ignore this advice. 

TSO particularly suscepti- 
ble being adapted and 
extended. 
nior systems 
programmer 
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Piggott is editor of “MVS Update,” a monthly newsletter 
published by Xephon Technology Transfer Ltd. in England. 

Xephon’s U.S. contact P.O. Box 4480, Winter Park, 
Fla. 32793. Piggott has 16 years of experience working in 
an IBM environment and was a systems programmer in an 
MVS installation before joining Xephon. 


Daniel International Corp. Greenville, 
S.C., found major omission among the com- 
mands offered TSO. saw many potential 
benefits command that could 
quickly and easily search se- 
quential data set indi- 
vidual member Parti- 
tioned Data Set and 
select certain records 
from it. there 
such command supplied 
by. TSO, Scarbrough 
set about writing his 


own, incorporating very comprehensive rec- 
ord filtering facility. 

His final version confirmed his opinion 
its usefulness, and, following the routine’s popu- 
lar introduction, was put work, where has 
been used number varied applications. 
Many these applications had not originally 
envisioned. 

The Commmand List (CLIST) facility 
TSO provides programmers with the ability 
write their own executable code under TSO us- 
ing language its own. Most MVS installa- 
tions have built dozens CLISTs plug 


Uxbridge, England, saw the advantages ex- 
tending the display produced the JES $DF 
command, which lists the jobs waiting 
printed the JES output queue. Sherwell’s 
modification adds forms parameter the 
command that the output can restricted 
the jobs just one type printed output. 

His modification was written two parts. 
The first part changes the JES module HASP- 
COMM define extra key word and in- 
sert user exit point, which used the sec- 
ond part. The second part contains the actual 
assembler code for the JES2 user exit routine. 
The operators his installation can now display 
the JES printer output queues forms type. 
This ability allows the operator schedule the 
work load the printer much more efficiently. 

Another site boosted the $DI command, 
the JES command used display initiators. 
When invoked the oper- 
ator console, shows the job 

numbers all active jobs, plus 

the job classes assigned each 
initiator. 

Unfortunately, the display 
does not show the names the 
jobs that are running. opera- 
tors want this information, 

one for each job 
number which they are in- 


some the functionality gaps both TSO and 


generally, make the programmer’s 
life easier. Swapping CLISTs popular many 
users group meetings. 

Peter Hayden has written CLIST that sorts 
data sets under TSO. has seen his efforts 
well received Tesco Ltd., located 
Welwyn Garden City, England, where cur- 
rently consultant programmer. exploiting 
the facilities dialogue management, his rou- 
tine can executed directly from TSO from 
the Interactive System Productivity Facility, 
commonly known ISPF, which runs under 
TSO. Again, Hayden found necessary aug- 
ment widely used and popular piece IBM 
software with code his own order pro- 
vide rather basic facility. 

JES another area which changes are fre- 
quently made. with much IBM software, the 
user base broad and varied that JES not 
geared any one sector. For example, many 
users feel that the output produced some 
its master console display commands could 
improved help the operators. These users 
have found that ironing out some minor irrita- 
tions and removing inconsistencies can consid- 
erably improve operator productivity. 

Keith Sherwell, senior systems engineer 
Grand Metropolitan Information Services 


COMPUTERWORLD 


terested. was frequent requirement for 
operators know both the job number and the 
job name the jobs executing, the site made 
modification the command that added job 
name information the display. 

The modification was the form 
systems programming utility that makes 
changes directly and permanently MVS load 
modules) the JES module HASPCOMM. The 
modification exploits the fact that there pro- 
vision HASPCOMM for support job 
classes for each JES initiator. Since installa- 
tion likely need anywhere near this many, 
amount otherwise unused storage was 
freed and used patch area for the modifi- 
cation. 

Under MVS, magnetic tape files are protect- 
against accidental overwriting having the 
date they are protected the operating sys- 
tem until written onto the tape when creat- 
ed. tape file accidently 
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mounted with view written to, 
MVS issues error message that gives 
the operator the opportunity canceling 
the job proceeding, thus bypassing this 
date protection. 

Brazilian contributor the newslet- 
ter published Xephon 
Technology Transfer Ltd. England, 
perceives this bypass potential dan- 
ger security and has implemented 
much stricter controls his installation. 
added code IFG0193D, IFG0196Q 
and three IBM tape label 
processing routines pass control toa 
routine that has written. 

This Supervisor Call routine checks 
the tape file’s data set name has been cat- 
aloged. has, the tape unloaded im- 
mediately, without giving the operator 
the chance overwrite it. this site, all 
tape files must uncataloged before the 
tape volume can written to. 

Integrated Catalog Facility cata- 
log gets corrupted during the course 
running day’s work, necessary re- 
store the latest backup copy the catalog 
and reapply the updates that have been 
made the catalog since the latest back- 
was taken. This action may sound sim- 
ple, but there IBM-supplied utility 
that will reapply these changes the In- 
tegrated Catalog Facility catalog. 

practice, users must make their own 
arrangements and are responsible for 


-writing their own solutions the prob- 


lem forward recovery. This task 
means trivial. Some installations weigh 
the advantages having their own rou- 
tine against the time, effort and expense 
needed develop it, and they decide 
live dangerously and without it. 


Recovery ‘sick’ catalog 

Someone who has not been tempted onto 
this potentially dangerous path Ian 
Fairbrother, systems programmer with 
Eagle Star Insurance Ltd. Cheltenham, 
England. 

Having discovered that catalog man- 
agement routines log the SMF data set 
any additions, deletions updates made 
Basic Catalog Structure, Fairbrother 
has written assembler program that 
extracts this SMF data and produces de- 
tailed report showing all the relevant in- 
formation required for the successful re- 
covery “sick” Integrated Catalog 
Facility catalog. 

There good chance that Fair- 


brother’s program will never used 


anger,” but least can relax, safe 
the knowledge that there just case 
ever needed. 

Users who like reset the perfor- 
mance groups their jobs, especially 
those who like run their batch jobs with 
performance group reserved for CICS, 
IMS, JES, VTAM and on, are definitely 
problem. Not only can they cause more 
performance problems than they solve, 
but they can also seriously devalue any 
performance measurements based 
performance groups. 

was just such abuse the MVS 
RESET command that confronted Bruce 
Bordonaro, system software manager 
Electronic Data Systems Corp. Mah- 
wah, His solution was enforce the 
same restrictions users that were cur- 
rently provided the IEAICS member 
The IEAICS member 
contains the initial performance group 
definitions for different batch users, start- 
tasks and TSO users. 

Bordonaro has added code the RE- 
SET module IEEMB810, branch 
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expect the MVS master console 
manned permanently, with someone keeping 
eye out for vital messages. There are, however, 
certain messages that should cause the alarm 
sound immediately they are ever encountered. 


routine that has written himself. This 
routine then accepts rejects the reset- 
ting the job’s performance group the 
basis the user’s entry the IEAICS 
member. 

unrealistic expect the MVS 
master console manned permanent- 


ly, with someone keeping eye out for 
vital messages. There are, however, cer- 
tain messages that should cause the alarm 
bells sound immediately they are ever 
encountered. For instance, warning 
more available space user catalog 
left unheeded, the consequences can 


quite disastrous. 

Fortunately, there user exit pro- 
vided, IEAVMXIT, which traps commu- 
nications destined for the master console 
and allows users this point interrupt 
the normal flow events inserting 
their own code. this way, they can in- 
tercept certain messages and execute 
their own actions when and they occur. 

Silvio Sasso, systems engineer with 
Winterthur Insurances Co. Winterthur, 
Switzerland, saw potential mechanism 
for automating the way which his instal- 
lation dealt with error messages that indi- 
cated user catalog was full. Unfortu- 
nately, the error message was 
checking for data set name, not 
CATALOGED 4), not issued man- 

Continued next page 
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true. More than two-thirds our 
students work organizations that use 
our competitors’ machines. They come 
for five reasons: 

Our instructors are veteran system 
programmers practiced what 
they preach. 

They’re also professionally trained 
instructors who know how preach 
what they’ve practiced. 

Our classes are small, it’s easy 

have the sort give and take that 
makes learning fun. 

Many are taught labs with on-line 
systems, students can practice what 
their instructors preach, hands-on. 

They know you have study with the 
best when you aim grand master. 


Choose from 50+ courses. 
This year’s Amdahl Education and Pro- 
fessional Services curriculum covers: 


MVS 
MVS/XA 
SMP/E ACF/NCP 
VSAM ACF/VTAM 
JES2 
ASSEMBLER 
VM/HPO 
And you can take these courses 
these cities: 
Atlanta Columbia (MD) 
Chicago Los Angeles 
Houston Orange (CA) 
New York Santa Clara (CA) 
For catalog that details our 


curriculum, call: 
1-800-233-9521, ext. 
1-800-233-5727, ext. California 


The SMART Choice 


Mvs 
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ner that enables trapped 

for using 
Undaunted, 

turned his attention the rou- 


tine that issues message 
changing this routine is- 


sue SVC 35, was now able 


intercept the message and in- 
voke his own procedures en- 
sure that, the event cata- 
log becoming full, subsequent 
damage done and timely action 
taken. 


Sharing between jobs 

Data set contention occurs all 
too frequently many sites, 
caused two more jobs 
wanting access the same data 


set with one the jobs unwilling 
share it. MVS puts the job 
jobs detecting the contention 
into wait state and issues 
warning message the console 
operator. 

This action can happen 
quite normal circumstances and 
quite legitimate occurrence 
one mistakenly coding DISP 
=OLD instead DISP=SHR 


Data Definition Job Control 
Language statement. 

The warning message issued 
the console operator fails 
reveal who has reserved the data 
set. The data set could being 
reserved any one many 
batch jobs, TSO sessions 
started tasks currently execut- 

make life easier for the op- 
erators Inter-City Gas Corp. 


NATURAL Maximum functionality 


for multiple environments. 


PF3 


HELP MAIN 


Good news for DB2 users: beginning this January, NATURAL 
Software AG’s fourth generation application development technology, 


will support DB2 and SQL- data bases. 


The availability NATURAL 2/DB2 and NATURAL 2/SQL-DS 
means that able use DB2 SQL- data develop truly 
portable applications, with functionality far beyond anything you could 


have built using COBOL. 


And the same commands within your NATURAL application can 
also process data from Software AG’s data base management system, 
ADABAS, well from VSAM, DL/1, and IMS/DB. 

Which good news for just about everybody. take look the 


NATURAL provides the friendly 
look and feel screens for 
mainframe applications, with func- 
tionality unmatched other fourth 
generation languages. Better yet, 


solutions are available 


DB2 and SQL-DS users. For more 
information about NATURAL 


and other Software business 


Next Dimension fourth generation technology. NATURAL 
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solutions, call toll-free: 


Virginia Canada, call 
(703) 860-5050. 


PROGRAMMING BUSINESS SUCCESS 


Winnipeg, Canada, Rick Kag- 
lik, technical support program- 
mer, has written and implement- 
program under TSO 
provide this information. 
Anyone 
with the requisite authority can 
now tell glance who pre- 
venting his job from proceeding 
and take the appropriate action. 
problem that confronts 
many performance analysts try- 
ing evaluate the usage re- 
sources made IMS programs 
relates the way which IMS 
software between the applica- 
tion and the operating system. 
Asa result this, the name 
the IMS initiation program, 


DATA SET con- 
tention occurs all 
too frequently 
many sites, 
caused two 
more jobs want- 
ing access the 
same data set 
with one the 
jobs unwilling 
share 


DFSRRCOO, rather than the 
name the IMS program that 
actually executed, recorded 
some System Measurement Fa- 
cility (SMF) records. 

get around this problem, 
Edvin Vik, senior systems en- 
gineer with Amdahl Norge A/S 
Oslo, Norway, has made use 
the SMF step initiation user exit, 

taking the program name 
from the Scheduler Work Area 
and putting into user-defined 
field the SMF activity record, 
now able extract impor- 
tant IMS information that 
was previously denied. 


IBM frowns changes 
IBM takes every opportunity 
that gets emphasize its 
customers how the implementa- 
tion user modifications will 
slow their migration later 
software releases. 

While user exits will work 
nearly every case across differ- 
ent releases, there such 
guarantee instances when the 
user has changed IBM-written 
code has used his own method 
interfacing with IBM soft- 
ware. 

The fact that many users 
choose customize their sys- 
tems the extent that they are 
faced with huge amounts work 
reapplying these changes each 
time the software upgraded 
underlines their determination 
run systems that meet their 
business needs full. 
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David McDowell 
SERVICE BREAKS 


avid McDowell, president 
IBM’s National Service Divi- 
sion, responsible for provid- 
ing hardware and software ser- 
vice support for all IBM- 
standard product lines. started 
customer engineer 1962 and attained 
his current position July. 
Computerworld senior writer Michael 
Sullivan-Trainor interviewed McDowell 
concerning changes the service division 
this year. 


what ways your organization 
carrying out the the Cus- 
theme? 
have conducted customer interviews, focus 
groups and research studies determine what 
the customers want and need. are trying 
get our offerings line with those wants and 
needs. 

Our goal create better balance be- 
tween our value and our pricing. 


What specific needs are you identify- 
ing? 

The customers are saying they need help sup- 
porting their operating environment, not just 
fixing after breaks. They want more 
assist them with their environment. That 
might mean more help with installation, prob- 
lem determination facilities design and setup. 


How are you responding those re- 
quests? 

are making sure our field force sitting 
down with the customer, understanding the 
customer and responding his needs individ- 
ually uniquely, many cases. 


there single survey that assesses 
customer needs? 

No. That suggests there single set needs. 
are trying flexible enough respond 
each customer with individual set re- 
sponses rather than trying say there one 
solution for lot people. 


the origin the Corporate 


Service Amendment (CSA), and where 
does this offering fit with your over- 
all goals? 

Some our customers are very good the sys- 
tems management procedures and operational 
disciplines that tend prevent problems 
least reduce their impact. fact, they were 
eliminating lot problems and, effect, 
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screening out anything that wasn’t absolute 
maintenance call. 

They did these things installing help desks 
and implementing all the account manage- 
ment disciplines and procedures, and that re- 
duces our cost. 

the origin CSA, the mid-range part 
CSA, pass our savings back the customer 
they are willing those things. 

have fewer service calls with these cus- 
tomers, and when have call, know 
lot more about it. There lot information 
gathered, focused and available when arrive, 
reduces the time takes and the absolute 
number calls when they all 


How many people have signed for 
CSA and failed meet the require- 
ments? 
Not very many people fail when they apply. But 
the very nature applying, indicat- 
them they have not done it. 

There have been very few that have failed 
the initial assessment, and none have failed the 
reassessment. 


The mid-range amendment has fewer 
qualification criteria. Does the same 
concept apply here? That is, are you 
making fewer calls and passing the 
savings on? 

the exact same concept less difficult en- 
vironment. 

Those customers will install help desks, and 
they will the appropriate systems manage- 
ment procedures and account management dis- 
ciplines. They will perform change control and 
problem tracking. 

They will all those things regardless 
whether it’s mid-range CSA CSA, and those 


COMPUTERWORLD 


are the things that reduce our costs. 
perhaps smaller degree the mid- 
range, but still cost savings. 


Are CSA and the mid-range 
agreement response in- 
creased competition? For exam- 
ple, third parties have been more 
discount-oriented the past, and 
now IBM getting into the dis- 
count game. 

CSA really response our customers, 
their ability demonstrate savings 
us. tried the programs test ac- 
counts for some months, and the custom- 
ers demonstrated how reduced service 
costs. That the basis for our discounting. 


Are discounts maintenance also giv- 
part negotiations for equip- 
ment purchases? 

No, Ihave never heard it. 

Our basic principle give discounts based 
our cost savings. have cost savings be- 
cause something the customer doing be- 
cause the particular environment the custom- 
has established, the extent possible will 
pass those discounts back the customers. 

All discounts should treated the same 
this way. 


IBM making more difficult for 
third-party competitors obtain 
parts? 

IBM does nothing for the purpose making 
more difficult for somebody. 

will take actions that improve the level 
service that provide make our service de- 
livery more efficient and cost-effective, and 
some cases will take action minimize any 
adverse impact our people from work load 
standpoint. 

Those are the only things will take action 
on. will not take action anything 
make more difficult for anybody. 

have been selling parts customers 
from branch offices. will discontinuing 
that and selling them from our distribution cen- 
ters instead. 

The reason for that the lack activity and 
expense keeping the window open. The aver- 
age branch office was selling less than one part 
day, yet had the expense keeping the skills 
and paperwork going. was very expensive 
do. 

Secondly, stock limited number parts 

Continued next page 
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the branch offices, and the way de- 
termine what stock there according 
the inventory that under contract for 
that branch office. 

anticipate, based that specific 
set inventory, what the failure rates are 
and stock accordingly. 

Any unexpected sales will mean that 
part may not there when needed. 

you have compensate for that 
overstocking. 

Because combination overstock- 
ing and lack activity, didn’t 
make business sense keep that window 
open. 


“WE ARE TRYING not just fix machine after 
breaks, which where remote service most 
cient and effective. want more up-front 
and predictive maintenance. want get 
and understand customer’s environment.” 


DAVID MCDOWELL 
PRESIDENT, IBM’S NATIONAL SERVICE DIVISION 


Are more your service person- 
nel being deployed out the 
field? 

are doing some limited hiring. 
have also added about 400 transfers 


from manufacturing and development 
locations the last year year and 
half. 


People are placed different areas 
depending their skills and their inter- 


ay 


ABOUT ANALYZING 


maybe starting from scratch. But serious 
about data analysis, ready for full 
software family that brings you eight high-powered ways 
complete any data analysis task. 


Enter it. 
entry, cleaning and editing tool. 


Analyze it. The SPSS/PC+ base package provides 
powerful array statistical and reporting 

Picture it. SPSS/PC+ featuring New 
England Softwares offers full color 


“snapshot” graphics. 


Examine it. SPSS/PC+ Advanced Statistics™ lets you 


get more serious with your data. 


Predict it. SPSS/PC+ latest option—is the 
complete time series tool. 
Table it. SPSS/PC+ produces presentation- 


ready tables instantly. 


Data Entry fully integrated data 


Chart it. featuring Microsoft® 
Chart creates show-stopping graphs and charts. 

Map it. SPSS/PC+ featuring MAP-MASTER™ 
creates maps where vast amounts data can sum- 
marized and presented one, simple picture. 

products are being put productive use 
serious fact finders business, govemment and edu- 
cation. For countless purposes such market research. 
Wage and salary studies. Survey analysis. And quality 
control. Plus each product superbly documented and 
supported SPSS leader statistical software 
for nearly years. While specially tailored customer 
support available through the VALUE plan. And 
SPSS now offers SPSS/PC+ version for Novell LANs. 

you're serious about data analysis, step 
For details, contact 


CALL 1/312/329-3312 


procedures. 


SPSS/PC+ Trends, 


SPSS Inc. North Michigan Avenue, Suite 3000 Chicago, 60611 
Europe: SPSS Europe BV. PO. Box 115 Gorinchem, The Netherlands Telephone: TWX: 21019 


SPSS/PC+ runs on IBM PC/XT/AT’s with hard disk. Contact SPSS Inc. for compatible mi 


, SPSS Data Entry ll, 


SPSS/PC+ Graphics and SPSS/PC+ Mapping are trademarks of SPSS inc. VALUE PLUS a wader of SESS Ine Chat trademarks of 
Microsoft Corporation. MAP-MASTER is a trademark of Ashton- Tate. Graph-in-the-Box is a trademark of New England Software, inc. 55 
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ests. give them choice based what 
they want and their geographic pref- 
erence and whatever available. 

Most the people transferred become 
customer engineers. 


the main purpose beef- 
ing personnel the National 
Service Division? 

want more presence the cus- 
tomer sites. growing business. 

are trying not just fix machine 
after breaks, which where re- 
mote service most efficient and effec- 
tive. 

want more up-front and pre- 
dictive maintenance. want get 
there and understand customer’s oper- 
ating environment. 

want see what can mini- 
mize the impact failure does occur 
and understand what can keep 
failure from happening. 

want get involved planning 
with the customer make sure what 
are doing conducive meeting their 


That not remote activity. That 
presence. 


these calls involve individ- 
from service well in- 
dividual from marketing? 
Marketing the business selling so- 
lutions customer problems, and service 
part that solution. Service and mar- 
keting tend work together solving 
the problems customer’s environ- 
ment. 

had joint calls for long time and 
will continue that. We’re presenting 
IBM face the customer. 


there more emphasis being 
placed right now obtaining 
service revenue from the mid- 
range than from the mainframes 
because the slowdown main- 
frame sales? 

wouldn’t break down maintenance reve- 


nue product. That not where are 


going. 

are looking maintenance reve- 
nue based the customer’s operating 
environment. 

have machines that fail once every 
years. becomes less important how 


much revenue you are getting off that ma- 


are looking what kind value 
are providing that operating envi- 
ronment and what kind revenue comes 

lot the things that I’ve 
with helping the customer more, prevent- 
ing problems, doing systems-level analy- 
sis these aren’t product-specific any- 
way. 

really becomes less and less useful 
look revenue product. 


What reaction are you getting 
from customers? seems that you 
are asking them invite you 
join them their planning pro- 
cess. 

No. The customer asking 
these things. want have 
failure. 

The customer wants more 
prevent failures, analyze what going 
with their system and participate com- 
pletion problem where perhaps nei- 
ther they nor know where that prob- 
lemis. 
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MICHAEL GERAN 


revenue slightly more 

than $54 billion this year, 

but its net earnings are ex- 

pected only $5.2 bil- 
lion. Although the firm’s reve- 
nue rose 19% during the last 
three years, net earnings de- 
clined estimated 20%. 

will mid-1988 before the 
company can report strong year- 
over-year revenue gains. 
result, IBM’s profit recovery will 
cost-driven the short term 
other words, slower rate 
increase costs than reve- 
nue. 

IBM marathon runner, 
not sprinter. The firm’s size, 
complexity, product overlap and 
management style have resulted 
extended product cycles and 


Geran is first vice-president, equity re- 
search, for Hutton Co. New 


company. 


company 
The IDG News Service 


Name 


Company 


Please send sample issue TBM WATCH. 


evolutionary, not revolution- 
ary, transition. 

The company needs multiple 
new product cycles 
grow fast the industry. To- 
day, unlike the past, IBM re- 
quires all three principal product 
lines mainframes, personal 
computers and mid-range sys- 
1990, annual revenues from 
PCs, workstations and mid- 
range computer systems will 
about equal mainframe reve- 
nue. 

this point IBM’s product 
cycle, costs are fixed and reve- 
nue gains are modest, resulting 
margin pressure. However, 
two changes began the third 
quarter. 

First, early retirement 
program about 13,000 em- 
ployees reduced the increased 
rate selling well general 
and administrative, research and 
development and engineering 


The definitive IBM newsletter 
from IDG Communications 


important your job know what IBM doing? Twice each 
month, IBM WATCH tells you what's really going with IBM, 
what's likely happen, and the implications for you and your 


IBM WATCH entirely the world IBM. Each 12-page 
issue packed with exclusive news and analysis 
for busy people who must know what this industry giant doing 
today, and what its next step will be. 


IBM WATCH published IDG Communications, same 

that brings you Computerworld, Infoworld, 
MacWorld, and more than other publications countries. 
spans the globe with 
computer industry. All these resources are marshaled bring you 
the latest news IBM, and explain what means for you. 


THE 


concisely written 


coverage the 


COST CONTROLS DRIVE 


Second, better-than-expect- 
foreign currency translations 
and increase Personal Sys- 
tem/2 and 3090E shipments im- 
proved year-over-year revenue- 
gain comparisons. 

contrast this year, the 
earnings outlook for 1988 
brighter, enhanced the fol- 
lowing developments: 

New products will volume 
production. 

Full-year effects this year’s 
employment reduction will 
noticeable, especially the man- 
ufacturing area. 

Strengthening cost controls 
should mean that moderate 
revenue increase will translate 
into better margins. 

Processors are IBM’s largest 
source revenue and one the 
most cyclical. After strong gains 
1986, the projected increase 
for this year only modest 
2%. The outlook for 1988 
brighter, with expected 10% 
11% increase. 


Send for your free sample copy today. 


State Zip 


IBM WATCH Post Office Box 105 
State House Station Boston, 02133 


BOTTOM LIN 


processors is, say the 
least, contentious, additional 
comment warranted. mod- 
est gain for IBM this year, de- 
spite lower dollar, reflects the 
continued weakness mid- 
range products well the 
need for aggressive price reduc- 
tions. 
the moderate gain 
large mainframe sales from the 
3090 family will not enough 


compensate for mid-range 
product weakness. 

However, beginning 1988, 
the trend should change, be- 
cause IBM will able ship 
volume two new systems with 
the needed software. The firm 
should ship 5,000 6,000 9300 
systems this year and 18,000 
22,000 1988. 

The majority this year’s 
shipments will the last four 

Continued next page 
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IBM's growth should new product strategies take hold 


BILLIONS 


Speed and Convenience for SCRIPT and GML users 
IBM made SCRIPT and GML into the DCF document composition standard in mainframe 
installations everywhere. With ALSI’s microDCF you can now supercharge your PC workstations 
get even greater power and flexibility. 


Mainframe Compatible Source Text and Macros 


If you have become accustomed to utilizing the powerful capabilities of Mainframe Script and 
GML such mixing many fonts line, interspersing text with raster graphics, producing 
several columns side by side and automatically producing cross references and indexes within the 
largest documents then you will interested microDCF. You can conveniently use all these 
functions and many more your IBM compatible PC/AT, PC/XT PS/2. 


Laser Printers and Impact Printers 


microDCF you chose one several popular desktop laser printers such the IBM 3812 page 
printer, the Hewlett-Packard LaserJet Pius the Xerox 4045 well popular impact printers 
such Epson and the IBM ProPrinter. Before committing anything paper you can preview all 
part your formatted document your display screen. 


ARRIX LOGIC SYSTEMS INC. 


For More Information Call ALSI at: (416) 292-6425 
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months the year. 

The principal reason that 9370 ship- 
ments will modest this year because 
IBM will not able ship the needed 
networking software until the second 
quarter 1988. 


Expanding the 3090, System/36 
1988, addition strong gains 
9370 shipments, two other processors 
will positive contributors the 3090 
and System/36 and families. Strong 
demand for upgrades and new models 
with better price/performance will lead 
increase 3090 revenue. 


Also, IBM will position ship 
new models the System/36 and fam- 
ilies and, most likely, the initial models 
Silverlake, the System/3X add-on has 
been dubbed. result, IBM should in- 
crease processor revenue about $1.4 
billion, equalling between 10% and 11%, 
1988. 

IBM’s second largest revenue source 
peripheral products (35% 45% to- 
tal systems value). Disk drives account for 
majority peripheral revenue, with 
tape drives and printers following. 

the first half this year, was 
the end its product cycle for disk drives. 
But beginning 1988, there will major 
new disk drive products for the three pro- 
cessor families: the workstation, the mid- 
range and the high end. This step-by-step 


Brace yourself for the 
experience. 
SPF/PC™ 2.0 brings full mainframe 
editing power the environment: true split 
screen, directory lists, command stacking, picture 


acceleration shipments should increase 
revenue modestly this year (about 
2%) and significantly 1988 (about 
10%). 

For the high end the 3090 family 
IBM will have new large system with 
new-generation controller, the 3990. Al- 
though this product has been delayed 
firmware difficulties, could big win- 
ner 1988. 

The new subsystem new disk drive 
and new controllers will provide lower 
per-unit storage cost; faster access be- 
cause large buffer and faster 
throughput, especially transaction pro- 
cessing applications because signifi- 
cant increase channel specifications; 
four-way routing the controllers; and 
larger block size. 


43-line-EGA and 50-line-VGA support, binary 
file editing, the latest mainframe commands and much more. 


Need proof? Call write for free demonstration diskette. 
SPF/PC™, much like the real thing, forget you’re editing PC. 


Command Technology 
Corporation 


1900 Mountain Oakland, CA, 94611 (415) 339-3530 Telex: 509330 
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offering new models for the 
other two processor families. the case 
workstations, IBM recently announced 
314M/628M-byte Winchester unit, 
which, for the first time, uses thin film 
media. This unit offers lot stor- 
age very small space. IBM plans be- 
gin shipping volume 1988. 

Accompanying new 9370 and Sys- 
tem/36 and processors 1988 will 
model drive with mid-range capaci- 
ty, small footprint and very fast 
speed, which needed mid-range sys- 
tems rapidly service terminals. 

IBM’s PCs, the workstation/operating 
system category now IBM’s third larg- 
est source income, and 1990 will 
probably rank second. Led 18% 
22% increase shipments this year, 
the outlook for return growth this 
year quite good after the decline experi- 
enced 1986. 

The PS/2 off very strong start, 


PROGRAM products 
are the fastest growing 
revenue source for 
IBM, trend that ex- 
pected continue. 
This revenue expect- 
increase 23% this 
year and about 


with 300,000 units shipped the second 
quarter and sequential increase planned 
for the rest the year. 

There will likely another strong 
gain 1988, 13% 14%. effect, 
1988 there will full year produc- 
tion, compared with less than six months 
this year for the larger PS/2 models. 

The slowdown growth rate for main- 
tenance services that began this year 
should continue 1988. 

Behind the slowdown are the improved 
reliability new products; IBM’s exten- 
sion product warranties, which de- 
presses maintenance income the short 
term; and increase competition, 
which causing more prevalent price cut- 
ting. 


Fountain revenue 

Program products are the fastest growing 
revenue source for IBM, trend that 
expected continue. However, the rate 
increase expected moderate, given 
the current $5.5 billion revenue for 
1986. Program product revenue ex- 
pected increase 23% this year and 
about 21% 1988. 

The trend strong that, 1990, 
program products could rise fourth 
ranking. There are several contributing 
factors this favorable trend, including 
expansion product line and higher 
prices. 

IBM increases the functionality 
its software products, especially the op- 
erating system, data management and 
communications areas, the company has 
been able charge more. addition, 
IBM expanding the application soft- 
ware category, thus adding its revenue 
base. 
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the labs. October, scientists 
IBM’s Zurich research laboratory won 
the Nobel Prize physics for discovering 
high-temperature superconductivity (the 
ability certain materials conduct 
electricity without resistance) new 
class materials. 

Georg Bednorz and Alex Mueller 
found that particular class oxides be- 
comes superconducting temperatures 
significantly higher than the previous upper lim- 
it, established years earlier. 

The old limit 23.3 degrees above absolute 
zero, degrees Kelvin, was reached 1973 
using compound niobium and germanium. 
1986, Bednorz and Mueller found supercon- 
ducting oxides Earlier this year, groups 
researchers other laboratories around the 
world found oxide composition that becomes 
superconducting above opening fur- 
ther study the material’s potential. 

Last year’s Nobel Prize physics went 
IBM scientists Gerd Binnig and Heinrich 
Rohrer for inventing the scanning tunneling mi- 
which allowed surfaces materials 
seen the atomic level for the first time. 

more immediately applicable break- 
through, engineers IBM’s Essex Junction, 
Vt., facility computer chip 
that can store four times more data than the 
memory chips now used the company’s most 
advanced computers. The experimental chip 
can store more than bits information, yet 
only one-third larger than the 1M-bit chips 
that are currently volume production. oper- 
ates about 18% faster. 

IBM building new semiconductor facility 
East Fishkill, N.Y., that will incorporate inno- 
vative technology from the concept stage 
through production. Called the Advanced Semi- 
conductor Technology Center, the plant will 
feature electronic-beam characterization tools 
and compact electron-storage-ring 
graphic tool. The ring uses X-rays produce 
lines less than micron wide. Construction 
the 225,000-sq-ft center began December 


Pushing products. This year, IBM began 
shipping more than 700 new hardware and soft- 


the ‘golf ball’ print element from Selectric type- 
writers. 


ware products, including the 3090 Model 600E, 
its most advanced computer. 

Cornell University’s National Supercom- 
puter Center purchased one the first $20 mil- 
lion Model 600Es, obtaining 60% more pro- 
cessing power than had with its installed 3090 
Model 400. 

IBM boosted its storage systems with the 
3380 disk control unit, upgrading capacity 
2.5 billion characters per stack disks, access 
speed msec and read-write speed mil- 
lion char./sec. 

the mid-range, IBM provided delivery 
two models the 9370 July, nearly two 
months schedule. Other 9370 models 
were available October. 

IBM had shipped its millionth Personal Sys- 
tem/2 the end October. But how many 
units included the Micro Analysts esti- 
mate that more than 40% the high-end 
PS/2s were shipped. 

After holding for years and logging 
more than million unit sales, Selectric 
typewriter, the last that used the ball” 
print element, was sold. The Wheelwriter and 
Quietwriter series, both electronic typewriters, 
replaced it. 

part its new vertical market strategy, 
IBM fortified its banking line with new product 
announcements early this month. The 4700 Fi- 
nance Communication System, including the 
4702 processor and 4701 controller, will en- 
hanced with new displays, printers, connectiv- 
ity options and operating system extensions. 
new financial workstation family based the 
PS/2 will also offered. 

addition these enhancements, IBM re- 
placed its automated teller machine with new 
generation and added 1,000 document/min 
check reader and sorter. 


COMPUTERWORLD 


Changes the top. March, IBM’s 
board directors named former sales- 
man Kaspar Cassani and former engineer 
Jack Kuehler executive vice-presi- 
dents. 

Cassani assumed the responsibilities 
former Vice-Chairman Paul Rizzo, who 
retired August. Cassani now respon- 
sible for IBM World Trade Europe, Mid- 
dle East, Africa; the World Trade Ameri- 
cas Group; the World Trade Asia/Pacific 
Group; and IBM’s Information Systems 
Group. 

Kuehler responsible for IBM’s Fed- 
eral Systems Division. addition, re- 
mains charge the Information Sys- 
tems and Siorage Group and the 
Information Systems Technology Group. Se- 
nior Vice-President Michael Armstrong, 
former systems engineer, succeeds Cassani 
president director general IBM Europe. 

While consolidating its marketing organiza- 
tion into five divisions and restructuring manu- 
facturing, IBM created two new units repre- 
sent new interests software and mid-range 
systems. 

Vice-President Joseph Guglielmi was named 
president the new Application Systems Divi- 
sion, and Vice-President Larry Ford.was named 
assistant group executive for mid-range sys- 
tems. Both report Edward Lucente, vice- 
president and Information Systems Group ex- 
ecutive. 


Overseas deals. Denmark’s largest local tele- 
phone company, Copenhagen Telephone Co., 
joined with IBM last summer form Dannet, 
$15 million value-added network services com- 
pany. The company will begin operations Jan- 
uary 1989. 

IBM’s Software Development Support Cen- 
ter Sydney, Australia, acquiring interna- 
tional marketing rights existing Australian 
software products and funding new develop- 
ments. These moves are seen part ef- 
fort help Australia’s growing software indus- 
try break into world markets. The action comes 
the same time efforts the Australian 
government encourage high-tech exports. 


Still No. Executives 615 corporations in- 
terviewed survey sponsored the Ameri- 
can Society for Quality Control named IBM the 
No. company, terms overall quality, 
more than 2-to-1 margin. The award was pre- 
sented the group’s annual National Quality 
Forum New York. 
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: 
years, believed that only IBM has the expertise service your computer 
before led into signing another one their service call 


SYSOUT Management 


Made Easy With $AVRS 


UNTIL NOW there has not been integrated approach the 
management and archival SYSOUT and SYSLOG. $AVRS, from 
Software Engineering America, solves this problem completely 
automating the management and storage this critical JES output. 


features and benefits: 


ability capture and distribute all types 
and sizes reports and listings 

savings printer and paper costs 
Savings personnel costs 
comprehensive production and test JCL 
error checking 

immediate access JCL failing jobs 
through any terminal 

complete ISPF interactive and batch 
retrieval facilities 

archival and retrieval SYSOUT class, 
name, time, etc. 

increased data center security 


saving thousands dollars daily over 1750 
data centers providing efficient and cost effective 
management and archival SYSOUT and SYSLOG. 


SOFTWARE ENGINEERING AMERICA (516) 328-7000. 


obtain further information how 
$AVRS can benefit your installation, call 


SOFTWARE ENGINEERING AMERICA 


Circle Reader Service Number 66 


